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ANERICAN COMPANIES 
FIND COOD FIELDS 
IN MOROCCO, AFRICA 


Mediterranean er Guerrini, 
Here On Visit, Tells of 
Development 


U. S. CO.”S NOT IN TURKEY 


Manager Discusses Insurance Situa- 
tion in Italy, France, Greece 
and Egypt 








Ugo E. Guerrini, the American Foreign 
Insurance Association’s manager for the 
Mediterranean countries, and well known 
in this country, where he spent many 
years in the fire business, is visiting the 
head office of the A. F. I. A. 

In a talk with The Eastern Underwrit- 
er this week, Mr. Guerrini made the in- 
teresting statement that among the coun- 
tries on the Mediterranean which have 
brilliant prospects of development is Mo- 
rocco. In fact, Mr. Guerrini regards it 
as the country which will develop fastest 
in the Mediterranean group. 

“Morocco is in the position today 
where Egypt was when it was taken over 
by the British,” he said. “It is a supply 
reservoir in many details for France. This 
includes fresh and fancy vegetables. 
Every day two big steamers leave that 
country loaded with strawberries, fruit 
and vegetables for Marseilles. The pea- 
nut industry, from which oil is obtained, 
is also extensive, but export business is 
growing in many directions.” 

There are two American companies en- 
tered there, the St. Paul F. & M. and 
the National of Hartford. 

The American companies are also do- 
ing a growing business in France, where 
the St. Paul F. & M. and the National 


are writing fire and the National and 
artford are writing marine. 
Egypt and Greece 

One interesting phase of the Mediter- 

Tancan situation is the large number of 

companies which in recent years have en- 

tered Egypt and Greece. When the A. 

F. 1. A. entered Egypt in 1920 there were 


forty companies of different countries do- . 


ing business there. Today there are 108. 
Naturally, competition is keen. There 
are twelve American companies in Egypt. 

Another country growing in many di- 
rections and which has a rosy future is 

teece, where there were thirty-six com- 
Panies doing business when the A. F. I. 
A. entered there in 1920 and which now 
Sees ninety companies entered. There 
are many big public improvements under 
way in Greece, where large appropria- 
tions have been made for road building, 


waterworks constructions and similar im- 


Provements. 

Italy under Mussolini is prosperous and 
offers many opportunities from an in- 
Surance standpoint, but the country is 
not keen about foreign competition with 
the result that there are many burden- 
some regulations. No American compa- 


(Continued on Page 30) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 


operation. World-wide interests. Abso- 
lute security. 











DEPENDABLE 


Excellent Service and Facilities 


Established a7he 
INSURANCE 





Indemnity Company 


150 William Street, New York 


















































Surplus Lines and Brokerage 


J. ELLIOTT; HALL 


Head of the J. Elliott Hall Agency 
50 Church Street 





1928 
Paid-for - - - $37,088,057 
Gain over 1927 - §$ 8,285,859 
Percentage of Gain - - 28.8 





J. Elliott Hall commands the Penn Mutual’s largest 
Agency. Progressive, aggressive, wide-awake. Surplus 
line and brokerage business large, and steadily increasing , 
and he holds the patrons he gains; he is extending his 
lines in 1929. He has the trigger-quick cooperation of 
the Home Office. Mr. Hall invites you to participate in 
the 100% service his office supplies. : 

Phone CORtlandt 7800. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 


—<—<—<—— 














BANKERS LIFE CASE = 
SETS STATUS OF OLD 
ASSESSMENT GROUP 


Cannot Shift Burden Of Assess- 
ments To Legal Reserve 
Policyholders 


CONSTITUTIONAL POINT UP 


No Rights Of Assessment Members 
Impaired By Change In 
Company Plan 


The right of a life insurance company, 
originally operating as an assessment as- 
sociation but which subsequently changed 
over to a legal reserve basis, to assess the 
remaining members holding assessment 
certificates, was clearly established by the 
Iowa Supreme Court in the decision 
handed down last week in the case of 
Joseph Wall, et al., vs. the Bankers Life 
of Des Moines. There were a number 
of such actions brought but all were con- 


solidated in the appeal to the higher 
court. . 

The Bankers Life started in 1879 as the 
“Bankers Life Association,” a mutual 
benefit life assessment concern. In 1907 
the Iowa Legislature passed an act read- 
ing in part as follows: 

No life insurance company or association 
other than fraternal beneficiary associations 
which issues contracts the performance of which 
is contingent upon the payment of assessments 
of call made upon its members, shall do business 
within this state except such companies or asso- 
ciations as sbali value their assessment policies 
or certificates of membership as yearly renewable 
term policies according to the standard ‘of valua- 


tion of life insurance policies prescribed by the 
laws of this state. 


Status of Old Members 


In its opinion the Iowa Supreme Court 
points out that it was recognized at that 
time that assessment insurance “was un- 
safe and ultimately sure to fail because 
not based upon cost,” and in order to 
aviod this catastrophe, the Bankers Life 
transformed itself under the above law 
of the state into a legal reserve company. 
New contracts thereafter were written 
on the level premium basis. Many of the 
assessment members transferred to the 
new plan, but the certificate holders 
bringing this suit did not. As young 
members ceased to be added to the 
assessment group, the remaining cer- 
tificate holders were compelled to bear 
the burdent of the increasing death losses 
of the group. Recently, the reserve be- 
came depleted and it was necessary to 
increase the rates to be paid by the re- 
maining assessment members in order to 
satisfy the death benefits. Because of 
this the certificate holders sought an in- 
junction restraining such collection. 


What Assessment Group Sought 


In their arguments the appellants held 
that they could not be affected by the 
changed system and that the assessment 
for their benefit must be spread over all 
the membership of the company, includ- 
ing the new legal reserve policyholders. 
Appellants contended that if this is not 


(Continued on Page 16) 
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, ae Job 


1s only 
half over 


when you've “covered” a client — 


IDE awake underwriters realize that the creation of an insurance 

estate constitutes but half their responsibility to their clients. The 
other half is educating them in the modern way to safeguard that estate. 
How its principal can be conserved, scientifically. And its income 
distributed properly through the operation of an Insurance Trust. 


Even men who think they have “a lot of insurance” often realize how 
inadequate their present protection is when they give consideration to 
a life insurance trust. The result is frequently a call for more insurance. 
Thus, underwriters who co-operate with this bank often create new busi- 
ness for themselves while strengthening their friendship with old clients. 


Call or write today for full information. 


THe NATIONAL City BANK 
oF New YorK 


TRUST DEPARTMENT 





Fifth Avenue at 28th Street 


27 additional branches.in. Greater New York 
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Metropolitan Managers’ Convention. 





Metropolitan To Enter 
South America And 
European Continent 


STATEMENT BY PRES. FISKE 





LeRoy A. Lincoln, General Counsel, and 
Third Vice-President Campbell 


Now In Argentina 





The managers of the Metropolitan Life 
met in their annual convention in New 
York this week. 

In his opening talk to the managers 
Wednesday afternoon President Haley 
Fiske let it be known that the company 
plans to enter a number of countries on 
the continent of Europe and at the di- 
rectors’ meeting on Tuesday the board 
authorized that steps be taken to write 
group insurance in the Netherlands and 
France. The next step will probably be 
admission to Germany and Switzerland. 

President Fiske explained that this ex- 
tension of the operations of the com- 
pany’s group department were not really 
of the Metropolitan’s own volition but 
became necessary by group contracts 
written for large corporations doing an 
international business. 

At the present time Leroy A. Lincoln, 
general counsel of the Metropolitan Life, 
and A. C. Campbell, third vice-president, 
and in the group division, are in South 
America studying the necessary proce- 
dure to extend the operation of the com- 
pany to writing group in South America. 

The caliber of the officers sent on this 
mission reflects its significance. They 
have already visited Chile and Peru. At 
the present time they are in Argentina. 

Preliminary cables received at the 
Home Office are favorable to entrance 
into most South American countries but 
some of them will not be entered. 

The Metropolitan is already in Great 
Britain. 





WRITING SERVICE MEN 





Metropolitan Using Special Form For 
Period Of Service; Placed 
Through Ex-Officers 
The Metropolitan Life is writing a new 
class of business. By means of a special 
limited payment policy prepared to fit 
the special conditions the company is in- 
suring the officers and enlisted men in 
four branches of the government ‘ser- 
vice—army, navy, marine corps and coast 

guard. 

Vice-President Milliken explained to 
> managers that the company had 
‘on up this activity at the instance of 


a croup who were interested in thrift” 


r service men. 

The business is under the direction of 
former army officer and is not handled 
, the regular agents but by specially 
ointed ex-service officers who have 
‘ess to the posts or stations where this 
siness must be written and who are 
niliar with the customs and etiquette 
the services. The policies are written 
for the term of the service, 3, 4 or 5 years. 





UNIFORM DISABILITY COMING 

By the end of this year most of the 
companies will be issuing uniform disa- 
bility benefits, Actuary J. D. Craig told 
Metropolitan managers. The committee 
of actuaries of which he is chairman has 
Teached a tentative understanding as to 
the general provision of the uniform 
contract. 


Metropolitan In Force 
Reaches $16,372,000,000 


ASSETS ARE NOW = $2,695,475,000 
Income in 1928, $743,412,000; Group 
Written Last Year Was 
$535,388,804 


The year 1928 record of the Metropoli- 
tan Life was phenomenal as usual. 

The company’s paid-for life insurance 
issued, revived and increased was $3,260,- 

000. This was divided as follows: 
Ordinary, $1,343,605,954; Industrial, $1,- 
380,000,000; Group, $535,000,000. 

The company’s assets on December 31, 
1928, were $2,695,475,000. Of these $1,- 
214,490,000 were mortgages on réal es- 
tate. 

The company had in force at the start 
of this year $16,372,000,000. Group in 
force is $2,250,000,000.° Accident and 
health in force, principal sum benefit, is 
$890,867,159. Weekly indemnity in force 
is $11,801,539, 

The company’s income in 1928 was 
$743,412,000. This was a gain over 1927 
of more than $92,000,000. ; ; 

The company has 42,329,000 policies in 
force. Number of lives insuredby group 
are 1,304,569. ; yer Aes 

The company’s assets, by the way, in- 
creased $306,000.000 during the year. 

Group Sales Conference 

The group division of the Metropolitan 
Life held a two-days’ sales conference in 
the assembly room at No. 1 Madison ave- 
nue on Monday and Tuesday of. this 
week. On Monday Mr. Kavanagh pre- 
sided and Manager J. M. Campbell dis- 
cussed events of the year 1928 with the 
Metropolitan in group, and F. R. Whe- 
lan, associate sales manager, talked 
about the present year. 

One. of. the most interesting talks. at 
the conference was that of E. A. Tom- 
linson, associate sales manager in Great 
Britain. He told what the Metropoli- 
tan is doing there. When the Metro- 
politan started writing business in Great 
Britain some of the British companies 
thought the venture would not succeed 
because they did not think group in- 
surance could be sold there. This proved 
an erroneous idea. Not only is the 
Metropolitan selling considerable group 
in Great Britain, but in nearly all the 
cases group pension is also sold. It is 
natural that the group pension idea 
should appeal to Great Britain in view 
of the fact that firms over there have 
been so much longer in existence than 
firms here. There are many superannuated 
employes. The growth of the social in- 
surance idea in Great Britain also has 
helped pave the way for the pension 
idea. 

When the Metropolitan started in 
Great Britain four Americans went over. 
The staff now consists of forty men, 
thirty-six of whom are Britishers. In 
addition to the head office in London 
there is an office in Glasgow. 

Policyholders’ Service Bureau _ 

The chairman of the afternoon session 
on Monday was James L. Madden, third 
vice-president. The Policyholders’ Ser- 
vice Bureau was explained in dialogue 
form by R. R. Ray and J. W. Reed. A 
new motion picture, “What the Monarch 
Machine Co. Thinks of Metropolitan 
Service,” was on the afternoon program. 
Gale F. Johnston, one of the best of the 
sales managers, discussed group insur- 
ance service. There was a talk on immi- 
gration service by Mitchell Kley, mana- 
ger of the immigration service bureau. 

On Tuesday morning the speakers in- 
cluded E. O. Dunlap, assistant actuary, 
on “Guarding the Tower;” and “Helping 
Those Who Help Themselves,” by H. D. 
Howell, staff supervisor, in the morn- 
ing. At the afternoon session group an- 
nuities were discussed by H. P. Mills, 
associate sales manager. 





Metropolitan Wrote 1/3 
Of All Group in 1928 


HAS THIRTY SERVICE STATIONS 





Second Vice-President J. E. Kavanagh 
Says 85% of Group Business Was 
Credited to Fieldmen 





Vice-President James FE. Kavanagh, 
addressing the. managers’ meeting of the 
Metropolitan Life this week, gave some 
idea in round figures of the enormous 
business done by the group department 
last year. The whole group in force at 
the end of last year was two-and-a-half 
billions on 1,250,000 lives. The annual 
“premium income from the group business 
during the year was $40,000,000 and the 
total premium income during the year 
was $4,000,000 a month. The company 
turned back to the policyholders during 
the year on 65,999 sets of claims, a total 
of $21,000,000. 

Mr. Kavanagh said that the Metro- 
politan wrote more than one-third of all 
the group written last year. The com- 
pany now has contracts with 7,250 em- 
ployers of labor. - From the simple: be- 
ginning twelve years ago of an annual 
term contract as the offering of the 
group department, the coverage has been 
extended to include salary’ savings and 
other thrift forms, wholesale insurance, 
old age annuity and disability, health and 
accident and other forms of cover. 

The Metropolitan has _ established 
throughout the country thirty service 
stations of the group department for 
quick service on any phase of group in- 
formation, etc. There is no part of the 
field which is more than an over night 
train ride from one of such stations. 

Mr. Kavanagh: said that group was 
notable for its sticking qualities; that 
less than one and one-third per cent: of 
the policies in force canceled out last 
year and of the number which did can- 
cel out 71% of those concerns either 
went out of business or merged with 
other concerns. 

Another phase of group business which 
had shown a marked tendency during the 
year was that 85% of the number of 
group policies went to the credit of the 
field organization which was the largest 
percentage written by the field as dis- 
tinguished from Home Office in any one 
year. 

Notwithstanding the great development 
of group in the Metropolitan Mr. Kava- 
nagh said there were still 101 districts in 
company’s organization which had no 
group cases at all. 

Speaking particularly to those mana- 
gers not using group he said that the 
employers who are brought in under a 
group plan are actually acting as agents 
of the company, some of them even go- 
ing so far as to take over the detail of 
the group plan, collecting the premium, 
issuing the certificates and sending sum- 
marized reports with remittances to the 
company. 





FOUR MOST POPULAR FORMS 





Whole Life, Endowment at 85, 20 Pay- 
ment Life and 20 Year Endowment 
Best Sellers, Says Craig 
James D. Craig, actuary of the Metro- 
politan Life, called the managers’ atten- 
tion this week to the fact that although 
the company has prepared more than 
fifty forms of Ordinary life policies, 86% 
of all the Ordinary business written last 
year was on four forms: Whole Life, 
Endowment at 85, 20 Payment Life, and 

20 Year Endowment. 

This he pointed out as a healthy tend- 
ency in keeping with modern methods 
of rationalization of business and the 
elimination of waste. “It is efficient mass 
production,” he said. SST 


Publicity As Mind 
Opener For Agents 


PASSED “DOOR OPENER” STAGE 





Second Vice-President R. L. Cox Tells 
Managers Objectives of Company’s 
Publicity Work 





Robert Lynn Cox, second vice-presi- 
dent of the Metropolitan Life, addressing 
the managers’ convention of the company 
here this week, said that all of the ac- 
tivities of the Metropolitan’s publicity 
department of which he is the head, 
aimed to be direct aids to the agents in 
opening the public’s mind to a favorable 
attitude towards insurance; that the busi- 
ness had gotten past the regime of door 
openers; and that the material the com- 
pany is putting into the hands of the 
agent is creating a favorable mental at- 
titude: towards insurance on the part of 
the public. In illustration he declared 
that last year the company compiled 
from newspaper clippings to the num- 
ber of 31,987. 

Naturally, Mr. Cox had something to 
say about the extraordinary advertising 
of the company which, by the way, con- 
tains no appeal to buy insurance but 
which gives the public information about 
health and other vital subjects. He said 
the advertising was reaching many mil- 
lions of readers. 

One feature which the Metropolitan 
Life is stressing this year in its sales 
division is a pre-approach letter which 
is being handled by the district offices. 

The Metropolitan in its publicity di- 
vision is building up in the district of- 
fices a reference library which will be 
a source of information on any _particu- 
lar kind of case so that the agent can 
get this information at once in his own 
~ office. ~ 

Mr. Cox said the company was supply- 
ing the field with seventy-five letters 
that had been approved for use. He 
made the point that in selling the insur- 
ance objective should be sold to the pros- 
pect and not the premium or cost; that 
selling the cost was a sure way to bring 
competition into the case as the pros- 
pect was pretty sure to check up on the 
cost by consulting some other agent, 
thus introducing competition. 





DEPENDENCY SURVEY 





Metropolitan Life’s Welfare Division 
Making This With Co-operation of 
Field Force of the Company 
Dr. Lee K. Frankel at the managers’ 
meeting this week was presented with a 
twenty year service medal by President 
Fiske. Dr. Frankel, who is head of the 
welfare division, told the managers’ meet- 
ing that the department will undertake 
a number of new things this year. It is 
trying out a plan of debit nurses who 
do not ehgage in nursing at all, but make 
calls upon policyholders for the purpose 
of finding out whether they are taking 
advantage of services and benefits which 
the company offers to policyholders. 
These nurses wear a uniform of the 
company. Dr. Frankel estimated the 
service costs $2,000 per annum per nurse. 

A_ nation-wide survey of dependent 
families is being made under the direc- 
tion of Dr. Burridge, the company’s 
economist, and to carry out this survey 
70% of the agents of the company have 
volunteered to co-operate in making re- 

ports on their districts. 





GETTING OUT NEW POLICY 
The Metropolitan Life is preparing a 
new policy form which will have among 
other features automatic extended insur- 
ance: = 
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Equitable Society Launches New 
raining Gourse For Managers 


The Equitable Life Assurance Society 
has inaugurated a special training course 
for managers, unit managers and others 
having supervisory agency duties, the 
first course which is now in progress 
being for unit managers. In the Unit 
Managers Course considerable emphasis 
is laid upon recruiting methods and upon 
building the right kind of an organiza- 
tion through proper selection. Problems 
of fraining and supervision by the unit 
managers are also given due prominence 
in the discussions. 

The course as projected calls for a 
five day meeting of unit managers in 





groups of fifteen or more, depending on 
localities and territorial lines. Confer- 
ences are held at strategic points, and 
will cover the society’s hundred or more 
agencies within the year. So far, man- 
agers and unit managers in New York, 
Boston, Pittsburgh, Detroit, Columbus, 
Ohio, Chicago, Wheeling, Cincinnati, 
Louisville and Indianapolis have had the 
course. The course is in charge of Field 
Instructor Edgar Webb. 

Supplementing the training course, a 
new quarterly publication has been 
launched, devoted exclusively to the dis- 


‘cussion of..managerial problems entitled 


“The Development of Men.” Comment- 


ing on this new plan Vice-President 
Jones says: 

“The Society’s Managerial organiza- 
tion, including as it does the General 
Agents, Agency Managers, Assistant 
Managers, District Managers, Supervis- 
ors, and Field Assistants, is one of the 
best. in America, not only as a life insur- 
ance organization but as an organization 
of well. equipped men. 

“From all of these men we get good 
ideas about management, and it is the 
object of this quarterly magazine and of 
the training course for Unit Managers 
to put into general circulation the tested 
ideas of all the men in the managerial 
staff. There will be no attempt by 
means of the course or of this magazine 
so to standardize our methods that we 
will have exactly the same type of man- 
agement in all agencies. 


must at all times use also the plans which 
he, himself, evolves. 


EQUITABLE MANAGERS WHO ATTENDED SCHOOL 


i (ce (cs (coms en es (cm (cr (co (cm (co (sm (ee (crs (er (ce (se (ce (ces (ce (cs (ee ( co (cn (ee (cme (cs (ss (ere (sen om Nes (se (je {sn crn (cm (ces cm {re {ce ee (seem (cm (se (cf cn (cam ( 


The manager - 


PRAISE FROM CHAS. E. HUGHES 





Union Labor Life Sends Letter to Daily 
Papers Which It Got From Former 
Secretary of State 


Charles E. Hughes has ‘sent to the 
Union Labor Life a letter of endorse- 
ment, saying he is gratified by its growth 
and says its leadership is able. In the 
letter appears the following paragraph 
about life insurance: 

“Life insurance is an essential means 
of protection and to take advantage of 
the organization of labor to provide life 
insurance on a conservative basis and at 
the lowest safe cost is a most praise- 
worthy undertaking. To my _ mind, 
nothing is more significant ‘and impres- 
sive than the enlightened efforts of the 
leaders of labor organizations to ad- 
vance the economic interests of their 
members by intelligent plans for the pro- 
motion of thrift and for affording se- 
curity to the home.” 





TRAVELERS MEN ADVANCED 

The Travelers has named two new as- 
sistant agency secretaries in the life de- 
partment—Dudley Gray and Ralph L. 
Smith. . Mr. Gray joined the Travelers 
in 1914, and before coming to the home 
office in 1917, served in various capacities 
in several branch offices. Since 1923 he 
has been assistant supetintendent of 
agencies, life, accident, and group depart- 
ments. 

Mr. Smith came with the Travelers 
in 1916 as a special agent in the Phila- 
delphia branch office, and in 1920 was 
brought to the home office as an agency 
assistant, life, accident and group depart- 
ments. Since 1925 he has been assistant 
superintendent of agencies. 


HEAVY FIRST YEAR CLAIMS 

First year death claims of the Equit- 
able Society amounted to more than 
$3,500,000 for 1928. These represented 
1,435 lives, of which 1,020 were insured 
under the group plan. 
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him, to call and meet “Jimmy” face to face. 
the way he handles your business. 


A large army of high-class brokers who place their business here, 
his assistants and ourselves—all feel that the more we see of him 
and the better we know him, the better we like him. 


We invite all brokers and surplus writers who have not already met 
You'll like him and 


Why We Again Present “Jim Hodgskin” 
t 
t 
[ 
t 
t 


Nothing Is Too: Much Trouble For ‘‘Jim’’ 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE CO. 


50 Church Street, New York 


Bs What Mr. Hodgskin has accomplished under our ~ 
training, men of similar qualities can accomplish. 


JAMES T. HODGSKIN 
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Charles A. Foehl’s Death 
Shock to the Fraternity 


HIS AGENCY ONE OF LEADERS 





Starting as Agent in Pittsburgh, He Be- 
came Manager of National 
Reputation 





The insurance fraternity was shocked 
this week by the sudden death in his 
office on Tuesday of Charles A. Foehl, 
manager of Ordinary for The Pruden- 
tial in New York. Mr. Foehl, who was 
in his fifty-sixth year, was apparently in 
excellent health and was planning to 
leave the end of this week for a trip to 





CHARLES A. FOEHL 


Florida with Mrs. Foehl. He had been 
at the office Tuesday morning as usual 
and about noon he went to the office of 
Dr. S. K. Royle, medical examiner in the 
agency, and complained of a pain in his 
chest. Dr. Royle treated him and he said 
he felt better, but within a few minutes 
he slumped on the seat and was dead. 
The immediate cause of death was given 
-InS St [YOY “AX ‘Sltoyoad eursue se 
vived by Mrs. Foehl, a daughter and a 
son, the latter a student at Williams 
College. The Foehl home is at No. 526 
Park Avenue, East Orange, N. J. 

Mr. Foehl was connected with The Pru- 
dential for twenty-seven years as agent 
and manager. Last December his agency 
celebrated his tenth anniversary as Ordi- 
nary manager in New York with a din- 
ner at the Hotel McAlpin which was at- 
tended by 200 agents and brokers who 
Eresented him with nearly $10,000,000 
written in a few weeks as a tribute. 
For years the agency has been one of 
the leaders in production and within 
recent months has been hitting a fast 
pace, the January business being close to 


’ , 


How He Entered the Business 


_ Mr. Foehl was brought into the life. 
insurance business by C. B. Knight, man-. 


ager for the Union Central Life in New 
ork, when the latter was manager for 
The Prudential of Pittsburgh and there 
began at that time a friendship that 
proved one of the human interest stories 
of the business. Mr. Foehl was a clerk 
for the Pennsylvania Railroad in Pitts- 
burgh and had a small policy in The 
Prudential. A physician suggested to 
him that he get outdoor work and he 
went to The Prudential office and talked 
to Mr. Knight the manager. He started 
out with a rate book and made an almost 
stant success of his new undertaking. 
Modest, not at all the “go-getter” type, 
he impressed all who knew him with his 
Sincerity, and within six years. when Mr. 
‘night was transferred by The Pruden- 
tial to Philadelphia as manager, Mr. 
oehl was named as manager at Pitts- 
burgh. A few years later Mr. Knight 
tame to New Yerk as manager of the 


(Continued on Page 8) 








“T Don't Believe In It’ 


It’s about time that life insurance salesmen 
put a stop to this lamentably weak excuse of 
the uninsured man, particularly the man of 
family responsibilities. 


To begin with, it doesn’t make any 
difference whether he believes in it 
or not. So long as his wife and 
other dependents do he is morally 
obligated to safeguard them. 


Try this formula on the next non- 
believer among your prospects. 
Ask him how his wife feels about it. 


Then write his application for a 
Prudential Policy. 


The Prudential 


Insurance Company of America 





Home Office: Newark, New Jersey 
Epwarp D. Durrtetp, President 














E..A. Lundgren Now V.P. 
Of Atlantic, Richmond 


HE IS A WELL-KNOWN ACTUARY 








Came to The Prudential From Sweden 
Where He Was With Thule Life 


Insurance Co. 





E. A. Lundgren has resigned as. as- 
sistant actuary of The Prudential to be- 
come vice-president of the Atlantic Life 
of Richmond, Va. 

Mr. Lundgren was born in Sweden 
October 23, 1886, and was graduated 
from the Swedish State College in 1906, 
later taking two years of post-graduate 








E. A. LUNDGREN 


work in mathematics, physics and me- 
chanics. In 1909 he joined the staff of 
the Thule Life Insurance Co. in Stock- 
holm and remained with the company 
four years, engaged in actuarial duties. 

Coming to this country in 1913, Mr. 
Lundgren became a mathematical assis- 
tant with The Prudential Co. He occu- 
pied various positions. In 1924 he was 
appointed mathematician and two years 
later assistant actuary. He is a Fellow 
of the Actuarial Society of America and 
a member of the International Congress 
of Actuaries and of the American Mathe- 
matical Society. 

During the President’s Welcome Cam- 
paign, now being conducted by the At- 
lantic Life in honor of President Swink, 
R. R. Knox, superintendent of agents in 
Birmingham, Ala., wrote fifty-two appli- 
cations for $107,500 in eight days. In 
one day he wrote twenty applications for 
$44,000, all of these on cold canvass. 


RIEHLE AGENCY LUNCHEON 


Frank L. Jones, Agency V.-P. Equitable 
Society, Chief Speaker; Ceiebrates 
70th Company Anniversary 

The John M. Riehle agency of the 
Equitable Society, tendered a luncheon 
to Frank L. Tones, vice-president of the 
company on Monday, January 21, at the 
Lawyers Club in honor of the seventieth 
anniversary of the organization of the 
society. The production of the Riehle 
agency was reviewed by “Ted” Richle 
who predicted that the agency would go 
far ahead of any other year since the 
agency has been organized. 

Mr. Jones spoke of the remarkable 
growth of the company and closed his 
talk with inspiring comments on the aims 
and ideals of the life underwriter. This 
luncheon was the first of a series which 
will be given throughout the year and 
it is expected that these gatherings will 
produce tangible results. 


ST. LOUIS POLICE PENSIONS 
The St. Louis Board of Estimate has 
approved a pension plan for the city po- 
lice to be maintained by contributions by 
the city and assessments on members of 
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New England Mutual Life 


Insurance Company 


87 Milk Street, Boston, Massachusetts 


Incorporated 1835 Began Business 1843 — 
DANIEL F. APPEL, President GEORGE W. SMITH, Vice-President 
‘ FRANK T. PARTRIDGE, Secretary 


In 1928 the Business of the Company Surpassed All Previous Records 


‘COMPARATIVE STATEMENT—FIVE YEARS 


PS. &-; «4.5 hice 1928 $219,028,990 Increase © 
1923 140,327,320 $78,701,670 

















Liabilities .............. 1928  $204,181,621 Increase 
1923 131,160,785 $73,020,836 
Surplus (beeen a 1928 $14,847,369 Increase 
1923 9,166,535 $5,680,834 
Paid Policyholders ...... 1928 $22,770,100 Increase 
1923 13,970,648 $8,799,452 
Dividends Payable ...... 1929 $9,500,000 Increase 
to Policyholders ........ 1924 4,750,000 $4,750,000 
New Insurance ..... _..:1928 :  $143,573,589 Increase 


1923 96,148,025 $47,425,564 





Insurance in Seni Suge 1928 $1,113,810,563 Incredite 
1923 719,421,634 $394,388,929 


A Copy of the 85th Annnal Report will be sent upon request 
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Phoenix Mutual Makes 
Home Office Changes 


COL. HUNTER AGENCY MANAGER 





John R. Larus Becomes Actuary; M. 
Clark Terrill, Albert H. Yost and 


Howard Goodwin Made Secretaries 





The Phoenix Mutual Life has made a 
number of important changes in the home 
office personnel. Col. D. Gordon Hunter, 
who has been manager of the home 
office agency of the company after serv- 
ing many years with the company in 
educational sales promotion work, has 





JOHN R. LARUS 


been appointed agency manager to suc- 
ceed James A. Whitmore. John R. Larus, 
associate actuary, has been made a full 
actuary in association with Henry N. 
Kaufman. M. Clark Terrill, Albert H. 
Yost and Howard Goodwin have been 
secretaries of the company. 

The home office agency of the Phoenix 
Mutual Life under Col. Hunter has dur- 





M. CLARK TERRILL 


ing the past three years led all the 
agencies of the company, and each year 
Col. Hunter was awarded the highest 
rating in the company’s efficiency con- 
test for managers, a contest based on 
point awards for efficiency in every phase 
of the managers’ activities. Col. Hunter 
has been with the Phoenix Mutual for 
the past fourteen years, joining the com- 
Pany as an agent in 1915. He left the 
business to enter the war where he had 
a brilliant record, becoming a major of 
infantry. He is now colonel of the 169th 
Connecticut Infantry and is president of 





friends of the Company everywhere. 


Massachusetts Mutual 








FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 
Massachusetts Mutual stands out as an ideal company to represent. 
of square dealing are back of every one of our agents. 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half of Insurance in Force 


Many yeurs 
They find enthusiastic 











the National Guard Association of Con- 
necticut and an officer or director of 
many civic and other organizations in 
Hartford. , 

Other Officers Advanced 

John R. Larus, who becomes actuary 
with Mr. Kaufman, has been associate 
actuary for the past five years. He be- 
came associated with the Phoenix Mutual 
in the actuarial department in 1913 im- 
mediately after graduating from Yale, 
where he was elected to Phi Beta Kappa. 
He is a member of the Actuarial Society 
of America and the American Mathe- 
matical Society. 

Mr. Terrill joined the Phoenix Mutual 
in the publicity and educational depart- 
ments after graduating from Yale in 
1909. As field correspondent he took 
over and revised the educational corres- 
pondence courses and edited the “Phoe- 
nix Mutual Field.” In 1918 he was made 
agency secretary and 1924 assistant sec- 
retary with enlarged duties. 


Mr. Yost has been advanced from as- 
sistant secretary and counsel to secre- 
tary in charge of terminations and legal 
departments of the company. Coming 
to the company in 1905 he later took 
charge of the policy loan division. He 
became assistant secretary in 1918 and 
in 1926 had the duties of counsel added. 
He has had a large part in the develop- 
ment of a number of the important de- 
partments of the company having to do 
with settlements, claims, and co-operation 
with trust companies and banks. He is 
a Yale man, Phi Beta Kappa, and mem- 
ber of the Association of Life Insurance 
Counsel. 

Mr. Goodwin was formerly assistant 
secretary in charge of new business de- 
partment and will continue with enlarged 
duties. He joined the Phoenix Mutual 
organization in 1907 after being gradu- 
ated from Yale and was,made assistant 
secretary in 1917. 








through a number of 











PROGRESS SERIES 


Number Seven 


No doubt you have found that 
PERSONAL CONTACT 


is the best method of serving your policyholders 
and keeping them satisfied. 


This same service is rendered to our agents 


SUPERINTENDENTS OF AGENTS 


who by personal contact pave the way for a 
constantly increasing production. 


A live company with an excellent line of 
policies and lpw guaranteed rates backed by 
a large capital and surplus. 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Correspondence welcomed by Agency 





Department 











President Welch On 
Phoenix Mutual Year 


GROWING VOLUME OF ANNUITIES 





Company’s Insurance in Force Now Ex- 
ceeds Half a Billion; Assets 
Over $126,00C,000 





Commenting on the business of his 
company for last year, President Archi- 
bald A. Welch of the Phoenix Mutual 
Life said that one significant develop- 
ment of the year was the amount of an- 
nuities bought as compared with former 
years. In 1928 there was deposited with 
the company more than $4,500,000 in sin- 
gle premiums paid in cash for life annu- 
ities, an amount more than the entire 
reserves held by the company only five 
years ago on account of all the life an- 
nuities which had been bought prior to 
that time. The annuity reserve has 
grown in five years from a little over 
$4,000,000 to more than $16,700,000. 

The Phoenix Mutual Life now has 
total insurance in force amounting to 
more than $544,000,000. The assets of 
the company at the close of the year 
stood at $126,000,000 with an excess of 
more than $7,200,000 above all liabilities. 

The company’s income during 1928 was 
nearly $31,000,000 as compared with 
_— in 1918 and about $5,500,000 in 
1908. 


Continuing his comment President 
Welch said: 
“In 1922, although dividends were 


being distributed at the rate of almost 
$2,000.000 a year. the total accumulation 
of dividends left on deposit with the 
company from previous years amounted 
to only about $3,200,000. But from 1922 
until the present time, when the divi- 
dend distribution reached a total of $16,- 
945,000 the policyholders voluntarily in- 
creased the portion left with us for in- 
vestment. The total accumulated divi- 
dends now on deposit with the company 
is $8.016.770—an increase of almost $5,- 
000,000 since 1922.” 


GUARDIAN LIFE CONFERENCE 








Company Starts Series of Managers 
Meetings in Different Sections of 
Country 
The Guardian Life of New York has 
started a series of sectional conferences 
of its managers. Last week the first 
meeting was held at the Chalfonte-Had- 
don Hall, Atlantic City. The meeting 
for the managers of agencies in the cen- 
tral district will be held at the Edge- 
water Beach Hotel, Chicago, on January 

28, 29 and 30. 

Following the conference, Superinten- 
dent of Agencies James A. McLain will 
visit the Guardian’s Pacific Coast agencies 
in Portland, San Francisco and Los An- 
geles. The final group meeting of the 
series will be that of the southern dis- 
trict managers, to be held at the Atlanta- 
Biltmore Hotel in Atlanta on March 5 
and 6. 





N. J. TAX EXEMPTION BILL 


Life insurance money becoming a part 
of an estate would be exempted from 
taxation under the state inheritance tax 
act by a bill introduced this week in the 
Legislature by Senator Wolber, at Tren- 
ton, N. J. The bill is intended as an 
amendment to the tax act of 1909. The 
statement attached to the bill explains 
that it is designed to change the law laid 
down in the case of Fagan vs. Bugbee, 
which was decided December 6, 1928. 
This decision holds that proceeds from 
life insurance policies payable at the 
death of the insured to a trustee under 
a trust agreement are taxable under the 
inheritance tax law as a part of the in- 
sured’s estate. 


ALLEN & SCHMIDT AGENCY 

Bertram O’Keefe and William E. 
Selph had a close race for leadership of 
the Allen & Schmidt agency of the New 
England Mutual Life in New | York. 
James E. Henderson, who is in his sec- 
ond year with the agency, was third. 
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cA Successful “Woman Agent “Who 
Sees Life At Many Angles 


Edith K. Bauer of the Prosser & Ho- 
mans agency of the Equitable Life As- 
surance Society, 120 Broadway, New 
York, is a successful life insurance agent 
who has seen life from many angles and 
gets a lot out of it. In the ten years 
in which she has written life insurance 
she has rounded out those business years 
with extensive traveling, including visits 
to Egypt, Italy, France, Norway, Sweden 
and Iceland. Her interests are exten- 
sive, embracing literature, art and the 
theatre.. She was one of the original 
subscribers of the famous Theatre Guild 
of New York and helped that organiza- 
tion to sell its bond issue when it built 
a beautiful new theatre. The Guild 
started to raise $500,000 for the theatre 
and wound up in a thirty days’ drive by 
getting more than $700,000. She is one 
of the authors of the Doris Fleischman 
book, “Careers for Women,” published 
by Doubleday, Doran & Co., writing the 
chapter on life insurance. 

In social life she enjoys bridge, plays 
golf, rides horse back and is a swimmer. 

“T feel that a rounded life helps man 
or woman to be a better person in busi- 
ness because one must be a person of 
considerable human understanding in or- 
der to meet the trials of an everyday 
business career,” she said recently, “and 
understanding can only be reached by 
seeing life from all sides.” 

Miss Bauer has written as many large 
cases aS any woman in the insurance 
business. She has made a serious study 
of insurance trusts. special beneficiary 
clauses for conserving estates, inherit- 
ance tax protection and business insur- 
ance in all of its phases. She has been 
fortunate as well in keeping business on 
her books. Many of her clients are 
among the heads of the important bank- 
ing and conmercial institutions of New 





EDITH K. BAUER 


York City. Her manner of presentation 
is concise, while she makes it a point to 
be sure of her facts and not to waste 
time. She has never been known to feel 
faint and wavering in the presence of big 
business personalities. 

One of Miss Bauer’s best feats was 
when she entered a daily newspaper of- 
fice and wrote a group policy. Newspa- 
per offices and insurance agents rarely 
mix, but Miss Bauer got one of those 
tough office boys at the gate just as 
easily as she makes her other ap- 
proaches. 








C. A. Foehl Dead 


(Continued from Page 5) 
Greater New York agency of the Union 
Central Life and Mr. Foehl succeeded 
him at Philadelphia. At the end of 1918 
the then Ordinary manager of The Pru- 
dential in New York, Robert J. Mix, died 
and the company offered this important 
agency to Mr. Foehl. Under his man- 
agement the agency has become one of 
the largest producers in the country for 
the company. 

Mr. Foehl had always been an active 
leader in the life underwriters associa- 
tion of the cities in which he worked. 
He was president of the Pittsburgh asso- 
ciation and a member of most of its im- 


portant committees. In New York he 
served as pre sident of the association, on 
many committees and was a member of 
the present executive committee. For two 
years he has been treasurer of the Na- 
tional Association of Life Underwriters. 


The Funeral 


for Charles A. 
at 4 o'clock in 
Presbyterian Church, 
The burial will be at Ma- 
place of birth of Mr. 


The funeral services 
Foehl will be held today 
the Munn Avenue 
East Orange. 
rietta, O., the 
Foehl. 

A request has been made by Mrs. 
Foehl that Paul F. Clark, president of 
the National Association of Life Under- 
writers, and general agent of John Han- 
cock Mutual, Boston; Tulian S. Myrick, 
president of the New York State Asso- 
ciation of Life Underwriters and man- 
ager of the Mutual Life in New York; 
and Lawrence Priddy, agent of the New 
York Life in New York City, act as hon- 
orary pall-bearers. Mr. Clark could not 
come. 


NORTHWESTERN NAT’L’S YEAR 





Company Had New Paid Business 
Amounting to $64,119,449; Insurance 
In Force $288,168,909 
The Northwestern National Life had 
new paid-for business last year amount- 
ing to $64,119,449, a gain of 12%% over 
the previous year. The tofal insurance 
in force at the end of the year stood at 
288,168,909, which is an increase of 12% 

over the amount of the year before. 
The premium income on the new busi- 
ness was $1,479,638.68 as against $1,196,- 
195.39 for 1927, 
mium income of over 23%. 
time the 


For the first 
company’s income during a 
calendar year crossed the ten million dol- 
lar mark. For 1928 it was $10,008,012.59, 
and exceeded the income for 1927 by $1,- 
191,378.76. The premium income for the 
year was in excess of seven and three- 
quarter million dollars. 

The income from investments during 
the year amounted to $1,614,297.74, and 
it exceeded by a substantial amount the 
total of the death and disability claims 
during the year. 

The dividends paid policyholders dur- 
ing the year reached a new high total of 
$1,257,229.54. This is exclusive of dis- 
ability benefits, matured endowments, 
surrender values, etc., paid to living pol- 
icyholders during the year and which 
amounted to $992,731.33. 





HOME OFFICE IN METAL AD 


The home office building of the Kansas 
City Line was the subject of one of the 
newspaper advertisements of the Cop- 
per & Brass Research Association. It 
was one of a series on beautiful and im- 
portant buildings. 


an increase in new pre-. 


Pittsburgh Magazine 
Discusses Insurance 


COMMERCE CHAMBER’S NUMBER 
J. E. Kavanagh, H. D. Hart, T. G. Mc- 
Conkey, J. B. Slimmon, W. M. 
Furey, M. A. Linton and Others 





Recently, the Life Underwriters’ Coun- 
cil of the Pittsburgh Chamber of Com- 
merce suggesed to the chamber that a 
special number be issued of the cham- 
ber’s publication, “Greater Pittsburgh,” 
entirely devoted to life insurance. Presi- 
dent T. P. Gaylor of the Pittsburgh 
Chamber of Commerce thought the sug- 
gestion a good one and with the co- 
operation of the life underwriters a sixty- 
page edition of “Greater Pittsburgh” has 
been issued, most of which contains in- 
teresting articles by authorities in the 
business. In a page introductory article 
President Gaylord said: 

“Every business man in our day has a 
lively sense of the value of insurance, but 
the developments in underwriting are 
coming so fast that there is a special 
fitness in the assembling of a compre- 
hensive series of articles, prepared by 
men of outstanding authority, presenting 
the whole subject of life insurance from 
the present day point of view.” 


Titles and Authors 


The titles and authors of the articles 
follow: 

Life Insurance Service—William Butterworth 
president, Chamber of Commerce of the United 
States. 

Financing Economic 
Parkinson, president, 
Society. 

Present Day Life Underwriting—Vice-presi- 
dent Hugh D. Hart, Penn Mutual Life. 

How We Got Our Life Insurance—Willis 
Hatfield Hazard, editor New England Mutual 
publications. 

Insurance and the Family—H. G. Scott, vice- 


Progress—Thomas_ JI. 
Equitable Life Assurance 


president, Reliance Life. 

Business Life Insurance—Dr. S. S. Huebner, 
G of P. 
The Life Insurance Trust—Morehead B. Hol- 
lard, People Savings & Trust Co. 

Reauest Insurance—Albert G. Borden, sec- 


ond vice-preseident, Equitable Society. 

Pittsburgh’s Place in Life Insurance—William 
M. Furey, Berkshire Life. 

Aviation and Life Insurance—James S. Sim- 
mon, secretary, Aetna Life. 

Don’t Change Old Policies for New—T. G. 
McConkey, Canada Life. 

Insurance for Life As Well As Death—M. A. 
Linton, vice-president Provident Mutual. 

Pension and Group Insurance—James_ E. 
Kavanagh, Metropolitan Life. 

Thoughts on Rejected Lives—Dr. 


Lyman 
Fiske. 





FIDELITY MUTUAL CONFERENCE 





Question of Financing Agents Discussed; 
Company Will Grade Producers By 
Lapse Account 

At the two-day conference of Fidelity 
Mutual managers held at the home office 
this week the subject of financing agents 


was thoroughly discussed. Earl Schaeffer, 
manager at Harrisburg, and others were 
of the opinion that the non-financed 
agent did better. Manager Tom Green 
of Baltimore, believed in financing agents 
and said that the manager should realize 
that the business required the invest- 
ment of capital like any other business. 
Vice-President J. R. Sykes, Friend Wells, 
general agent of the Aetna Life in Balti- 
more, and John Marshall Holcombe, 
were among other speakers. 

The company announced that hereafter 
the managers and agents would be 
graded aceording to the persistence of 
business to reduce lapsation. 





WILL HEAR CONWAY SPEAK 

Albert Conway, Superintendent of In- 
surance of New York, will be the chief 
speaker at the dinner of the Life Under- 
writers Association of New York at the 
Astor on February 5. 





AMICABLE LIFE’S BUSINESS 
The Amicable Life of Waco, Tex., last 
year had a paid-for production amount- 
ing to $11,198,693. The company’s lead- 
ing producer was A. B. Hays, Vernon, 
ex. 


Personnel Changes At 
Agency Of R. H. Keffer 


NEW POST FOR L. W. SECHTMAN 





In Charge of Brokerage Service Depart- 
ment; iViaier, Weiland, Smyth, Don- 
dero and briant Figure Also 





Personnel changes in the R. H. Keffer 
organizaticn of the Aetna Life, 100 Will- 
iam street, New York, were announced 
by Mr. Keffer this week. 

Louis W. Sechtman, assistant genera! 
agent, has been placed in charge ot the 
brokerage service department of the 
agency He is one ot the best known 
men on the street. He started with the 
Aetna Life at the home office in Hart- 
ford and was transferred to New York. 
During the war he was with a cavairy 
regiment half of whom were killed. This 
company became a machine gun outfi 
and he spent eleven months in the 
trenches. . He has been unusually suc- 
cessful in joint work, especially with 
Charles P. Rogge, the company’s lead- 
ing agent. Mr. Kogge, by the way, went 
at a rate of about $4,000,000 this month. 

Other Promotions 


Roe A. Maier has been made a super- 
visor of the brokerage department. Mr. 
Maier was chief underwriter at the 100 
William street office for the past year 
and a half, and prior to that time was 
an underwriter at the home office. 

Stanley M. Weiland has been made a 
supervisor of the brokerage department. 
Mr. Weiland has been connected with 
the organization for the past year and 
a half as a full-time agent and a super- 
visor in the agency department. 

Harold Smyth has been made a super- 
visor of the brokerage department. Mr. 
Smyth has been connected with the 
agency since it was taken over by the 
present management. 

Francis J. Dondero, an underwriter 
fromthe home office, has been added to 
the New Business Department. 

Leslie D. Briant has been given com- 
plete charge of the full-time organiza- 
tion. 





TAYLOR IS MUTUAL MANAGER 





Succeeds Robert H. Hardy in Charge of 
Company Agency at 501 Fifth 
Avenue, New York 

The Mutual Life has pert Harold 
L. Taylor manager of the agency in the 
Astor Trust building, 501 Fifth avenue, 
New York, succeeding Robert H. Hardy 
who retires on his own initiative under 
the company’s retirement plan. Mr. 
Taylor takes up his new duties today. 

Mr. Taylor is a native of New York 
and had extensive sales experience before 
entering the life insurance business in 
1921. He was a member of the Mutual 
Life quarter million club for 1927-28. 

Mr. Hardy joined the Mutual Life in 
1894 and during the past thirty-five years 
has had an excellent record as producer 
and manager. 





INDIANA INVESTMENT BILL 

Indiana life insurance companies 
through a bill introduced in the Indiana 
General Assembly are seeking authority 
to invest their funds in bonds of foreign 
countries, common and preferred stocks 
of corporations and mortgages wth 
ninety-nine-year leaseholds as securitics. 
At present they are restricted to invest- 
ments in government, state and municip al 
bonds and real estate mortgages. These 
additional types of securities earn higher 
interest rates. 





HULL IN RICHMOND 


Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, was accorded a warm and cordial 
welcome when he visited Richmond last 
month and addressed members of the 
Richmond Association at, its January 
dinner meeting. An unusually large num- 
Hed of underwriters were present to hear 

im. 
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Former Bureau Man’s 
Quick Success In N. Y. 


TERRIBERRY IN MILLION CLASS 





This Was Done In 7% Months; His Talk 
To General Agents In 
Philadelphia 





G. Gilson Terriberry, who came here 
about seven months ago to go with the 
Becrs & DeLong Agency of the Mu- 
tual Benefit after having been a right- 
hand man to J. M. Holcombe, Jr., of the 
Life Insurance Sales Research Bureau, 
has paid for more than $1,000,000 since 





Photo by Bachrach 
G. GILSON TERRIBERRY 


coming here. Last week he appeared be- 
fore the managers and general agents’ 
club in Philadelphia and discussed gen- 
eral agency work based on observations 
he had made while investigating general 
agency offices for the Bureau. 

Mr. Terriberry had considerable to say 
about the annual turnover and the fact 
that about 80% to 85% of the business 
of America is written by 15% of the 
agents. He said that general agents 
could do a lot to elevate this 15% so 
that more men who enter the business 
will be able to make good. His own idea 
about the model general agent in brief 
follows: 

He should know more than the agent; 
he should be receptive and a medium for 
trying out new ideas. He should be able 
to see problems from the agent’s point 
of view. He should be able to recognize 
deadwood and loafers before the advent 
of the agent instead of after they got 
Into the office. He should stand well in 
the community. He should do a full 
day’s work. He should have vision to 
Tecovnize the future trend of business, 
keeping up to date. 

How to Command Respect 

In brief, he should command admira- 

tion and respect of the agent. In order 


to command that admiration and respect ~ 


the general agent should do his part in 
Co-operation; thus, he should be a con- 
tinuing source of ideas proven and prac- 
tical. He should require a periodic re- 
view of plans of work including prospect- 
ing calls and interviews. He should 
Maintain intelligent clerical service. He 
Should provide means for stimulating 
agents not only by friendly contacts but 
vy making leadership bring about recog- 
‘ition. He should know the channels of 
the surplus lines of business. He should 
Provide time for personal consultation. 


€ should furnish ways of locating pros- 
Pects. 





UNION LEAGUE PRESIDENT 

Alfred Matthews, Provident Mutual, 
has been elected president of the Union 
League Club of San Francisco. 





























STATE MUTUAL LIFE 


ASSURANCE COMPANY 
OF 
WORCESTER, MASSACHUSETTS 








Announces as of January 1, 1929 
l New and Increased Limits 
Affecting Age Groups 
and 
Amount of Insurance Carried 














Incorporated 1844 


And now in its 


Eighty-Fifth Year of Service 























10% OR.MORE BONUS 





Announcement by Sum Life for Matur- 
ing Participating Policyholders; Is in 
Addition to Regular Dividends 
In addition to the regular dividends in 
1929 of approximately $17,500,000 the Sun 
Life of Canada announces a_ special 
bonus on maturing participating policies. 

The basis for 1929 is as follows: 


On policies ten years in force, matur- 
ing by death (on “reserve dividend” poli- 
cies) by the expiry of the reserve divi- 
dend period, a bonus of 10% of the re- 
serve, increasing yearly to 15% on poli- 
cies in force 20 years or longer; on 
endowments, at maturity, a bonus of 10% 
of the face value of policies ten years in 
force, increasing yearly to 15% on ‘poli- 
cies in force 20 years or longer. 





NEW NATIONAL LIFE FORMS 

The National Life of Vermont has 
three new annuity contracts; a deferred 
annuity without refund, a survivorship 
annuity and a deferred and survivorship 
annuity. The company has also issued a 
new endowment policy. 


GUARDIAN’S BIGGEST YEAR 





Company Had Paid For Of $75,754,161 
d in Force Amounting 
to $416,991,900 

The Guardian Life of New York had 
the best year in its historv in 1928 with 
a new paid-for production amounting to 
$75,754,161. The total insurance in 
force at the end of the year was $416,- 
991,900, a gain of $43,091,856. 

During the past six years the Guar- 
dian Life has doubled its annual produc- 
tion and its total insurance in force. 


The Spell of Valerie 
By Cecil V. Lindley 
Miss Valerie Tauszky is an agent in this 
town. 


Bankers greet her with a smile; print- 
ers with a frown. 
A winner at insurance, she’ll never win 
wide fame 


Because the linotypers play the Dickens 
with her name. 








vising agents. 


will instill confidence. 


dence. 


110 Fulton Street, 





Agency Supervisor Wanted 


MAN is needed in a large old established 
Life Insurance General Agency who is 
experienced in training, developing and super- 
The right man will be capable 
of doing successful field work himself, will have 
ability to grasp quickly the problems of the 
agent and be possessed of a personality which 


All communications will be treated in confi- 
In replying state age, previous training, 
nationality, years in business, nature of present 
work, and salary desired. 


Address 
Agency Supervisor 
THE EASTERN UNDERWRITER 


New York City 








Have Co-operative 
Advertising Plan 


TO START WITH $500,000 FUND 





M. A. Linton Reveals Progress Made By 
Committee On National Institu- 
tional Program 





A plan has been worked out’for a‘na- 
tional co-operative advertising campaign 
which will be submitted to the compa- 
nies. Something about the tentative pro- 
gram was told to the Philadelphia As- 
sociation of life Underwriters at a 
luncheon-meeting last week by M. A. 
Linton, vice-president of the Provident 
Mutual. Two committees have been 
working on the plan. ; 

Tentative plans call for pledges total- 
ing $500,000 to start the campaign. The 
companies are to sign pledges for a 
three-year duration. The question of ad- 
justing assessments in an equitable man- 
ner it explained is about the only point 
to be determined before the plan can be 
put into operation. A subdivision of Life 
Insurance Sales Research Bureau is to 
handle the campaign. 

The value of such a campaign by 
broadcasting the insurance data and 
breaking sales resistance was pointed out 
by Mr. Linton. The success of similar 
campaigns in Texas and Canada, al- 
though conducted on a smaller scale, was 
stressed. 





ELECT TWO DIRECTORS 





Continental Assurance Adds Col. Frank 
D. Layton and C. F. Glore 
To Its Board 


At the board of directors’ meeting of 
the Continental Assurance last week two 
new members were added, one to fill the 
vacancy caused by the death of H. G. B. 
Alexander, and the other to fill a vacancy 
occasioned by the increase in the num- 
ber of directors. The present board was 
re-elected. 

One of the new directors is Colonel 
Frank D. Layton, president of the Na- 
tional Fire of Hartford and its affiliated 
companies. Colonel Layton is an insur- 
ance executive of national prominence. 
He is chairman of the public relations 
committee of the National Board of Fire 
Underwriters, and also chairman of the 
executive committee of the Factory In- 
surance Association of Hartford, two of 
the most important committees in the 
fire insurance field. He is also a direc- 
tor of several of the prominent banks in 
Hartford. 

The National Fire and the Continental 
Companies have enjoyed a close and 
friendly relation for years because of the 
ownership by each of a substantial stock 
interest in the National Casualty. The 
election of Colonel Layton as a mem- 
ber of the board of directors of the Con- 
tinental Assurance further cements these 
ties of mutual strength. 

Charles F. Glore was the other new 
director elected. He is already a mem- 
ber of the board of directors of the Con- 
tinental Casualty and is prominently con- 
nected with many important financial in- 
terests in the middle west, including 
membership on the board of directors of 
the Continental National Bank and Trust 
Co. He is a member of the firm of Field, | 
Glore & Co. 





MEET ABOUT SECTION 97 

A special meeting of the New York 
State Life Underwriters’ Association was 
held yesterday at 2:00 p. m. at the Ho- 
tel DeWitt Clinton in Albany. © This 
meeting was for the purpose of consid- 
ering a report of the Special Committee 
on Section 97 and the co-related sections. 

Invitations were extended to Superin- 
tendent Conway, Grady Hipp, actuary, 
New York State Insurance Department, 
and M. Albert Linton, chairman of the 
committee of actuaries co-operating with 
the superintendent and department in 
drawing up the suggested amendments. 
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Philadelphia Changes 
Are Effective Today 


AETNA LIFE MAKES PROMOTION 





J. N. Adams Now Associate General 
Agent; J. Renwick Montgomery Joins 
Forces With E. H. Plummer 





Several important changes in the 
Philadelphia general agency world be- 
come effective today. They are the pro- 
motion of John N. Adams from division 
superintendent of the Aetna Life to as- 
sociate general agent with W. R. Har- 
per, and the appointment of Plummer & 
Montgomery as general agents of the 
Berkshire Life. 

After graduation from the University 
of Iowa Mr. Adams entered the banking 
investment and insurance field. Follow- 
ing a broad experience in that field he 
joined the general agency of the Aetna 
Life in Portland. Ore. Within two 
months he was advanced to agency su- 
pervsor and four months later made as- 
sistant to the general agent. 

He was transferred to the home office 
of the company in November, 1927, 
where he served as agency assistant 
until the following spring, when he was 
appointed acting general agent at Boston, 
Mass. He performed a distinctive ser- 
vice in that position rettirning to the 
home office in four months to receive 
his appointment as division superinten- 
dent. 

Plummer & Montgomery, who have 
opened an office in the new Fidelity- 
Philadelphia Trust Co., are general 
agents for the Berkshire Life. 

Everett H. Plummer has been asso- 
ciated with the Berkshire Life for a 
number of years and is one of the com- 
pany’s leading producers. He started as 
a clerk in his father’s office which was 
an agency for the Berkshire Life estab- 
lished in 1872. The latter represented 
the company until the time of his death 
in 1918. 

J. Renwick Montgomery has been en- 
gaged in the life insurance business for 
the past fifteen years, starting with the 
Mutual Life, with which company he 
was associated for ‘seven years. For the 
past eight years he has been with the 
Phoenix Mutual Life in Philadelphia. 
Last year he lead all of the agents of 
the company in personal production, 
writing a volume well in excess of 
$1,000,000. 

The Berkshire Life has placed in the 
hands of its new agents a new preferred 
risk life insurance policy. Among the 
special features, which should serve as 
good selling points, are its low-premium 
cost and high dividend apportionments. 
The company in addition through an 
auxiliary contract extends to the assured 
the advanatges of the triple indemnity 
coverage. 





BERLET NOW AN INDEPENDENT 





Former Philadelphia General Agent for 
Guardian Life to Deal With Several 
Companies in New Office 
E. J. Berlet. who has been general 
agent for the Guardian Life in Philadel- 
phia for seven vears, has opened an in- 
dependent life insurance office in the 
Franklin Trust Building there. He will 
give his business to a number of com- 

panies. 

Mr. Berlet in his announcement says 
that he feels he can give best service 
through having several companies. He 
explains, “Insurance will be arranged 
with the lowest net cost companies who 
can furnish the policy best suited to the 
needs of each client. Recommendations 
will be impartial and will be based on a 
careful study and review of all compa- 
nies.” 

In addition to being director of activi- 
ties of The Life Trust Round Table. Mr. 
Berlet is chairman of the Friendlv Con- 
ference of Managers of the Philadelphia 
Association of Life Underwriters. He is 


also a member of the Institutional Ad- 
vertising Committee of the National As- 
sociation of Life Underwriters. 

















SECURITY — 


When the Mutual Bénefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 




















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent ccanection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition, 


Address, PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 









































“Mr. and Mrs. Jenks play a fine game of bridge, don’t they?” 
“Yes, and Joe ‘goes game’ every day in business, too, with 


> 99 


Reliance Life Perfect Protection as trump’. 


Common Errors In 
Application Forms 


ISSUANCE OF POLICY 


Federal Life Calls Attention to Number 
of Mistakes That Hold Up 


Policies 


The Federal Life of Chicago calls at- 
tention to some common errors in the 
completion of application papers and in 
the company paper, “The Federal,” gives 
the following list of such errors which 
delay the issuance of the policy. 

1. Date of birth given in part one of 
the application not in agreement with 
date shown in the examination. 

2. Full name of applicant not signed 
to both parts of application. Viz.: J. L 


DELAY 








Smith (incorrect) John Lee Smith (cor- 


rect). 

3. Full name of beneficiary not given 
in both parts of application or incorrect- 
ly stated. In the case of a married 
woman, the mistake is made of using her 
married name; Mrs. J. L. Smith instead 
of correct Christian name, Mary Jane 
Smith. 

4. Omission of the exact date of bene- 
ficiary’s birth as required when policy 
applied for provides continuous monthly 
instalment benefits to cover the lifetime 
of the beneficiary. 

5. The requirement not complied with 
that the signature of parent or legal 
guardian appears beneath the applicant's 
name in the case of a minor applying 
for insurance. 

6. The age of applicant not figured at 
nearest birthday. 

. Not designating whether payment 
of dividends shall be annually or deferred 
in a case of application for participating 
policies. 

8. The use of incorrect decimals in 
calculation of semi-annual and quarterly 
premiums on different types of policies. 

9. Premium not stated in requesting 
Preliminary Term insurance. 

10. Neglecting to include the charge 
for additional benefits in calculating Pre- 
liminary Term premiums. 

11. Plan of policy desired not com- 
pletely explained. 

12. Desired additional benefits not 
stated although charge for such benefits 
has been included in the annual pre- 
mium. 


KANSAS CITY LIFE STATEMENT 





Shows Substantial Gains in All Depart- 
ments; 1929 Designated as Silver 
Jubilee Year 
The financial statement of the Kansas 
City Life, just issued, shows that the 
company is continuing in its march in all 
lines of the business. A comparison with 
last year’s statement shows gains in as 
sets of about $5,000,000, making the to- 
tal assets as of December 31, 1928, $53, 
694,903.19. The net surplus of the com- 
pany increased $631,000 during the year, 
which makes the present total surplus 
funds to protect policyholders, including 
capital stock, $7,380,124.86. A substantial 
gain in the insurance in force was imade. 
The total insurance in force on Decem- 
ber 31, 1928, was $391,474,746. : 

Some advancements have been made in 
agency organization during the yea 
looking. toward a more aggressive cam: 
paign during 1929, which is to be ‘esig- 
nated as “Reynolds’ Silver Jubilee Year, 
same being the twenty-fifth anniversary 
of Mr. Reynolds’ connection as president 

of the company. ; 

At the recent annual meeting of the 
board of directors of the company, the 
following officers were re-elected for the 
ensuing year: President, J. B. Reynolds: 
vice-presidents, Wood Arnold. E. S Vill 
moare, D.-T. Torrens, J. F. Barr. C. 
Carroll; general counsel. Frank W Mc 
Allister; secretary. C. N. Sears: assist 
ant secretaries, L. C. Owen. W. E. Bixby, 
Dan Cox; treasurer, H. R. Carpentet: 
auditor, J. L. Batchler; medical direc: 
tor, Dr. H. A. Baker; associate medic’ 
director, Dr. H..P. Ball; actuarv. 
Webb; assistant actuary, F. L. Williams 
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Ditficult To Gauge 
Extra Flying Hazard 


VARIED STAND OF COMPANIES 








Secretary James S. Slimmon of Aetna 
Points Out Position of Life 
Insurance 





Aviation will continue to develop rap- 
idly in the western hemisphere and par- 
ticularly in North America, for several 
reasons, says James S. Slimmon, secre- 
tary of the Aetna Life, in an article in 
“Greater Pittsburgh,” magazine of the 
Pittsburgh Chamber of Commerce. The 
reason he gives as follows: 

Distance is necessary to make the 
aeroplane effective as a time saver and in 
the United States there are many im- 
portant cities five hundred miles or more 
apart between which all. first-class mail 
and valuable express will eventually be 
carried by aircraft. 

Thousands of people will soon be using 
transport planes daily throughout the 
United States in conjunction with the 
transcontinental railway service or for 
shorter trips where time saving is an im- 
portant business consideration. 

Secondly, continued development is as- 
sured because aviation has attracted to 
its ranks some of the world’s. greatest 
engineering and financing brains includ- 
ing many young men of dynamic and re- 
sourceful energy. 

Gauging the Hazard 

Continuing Mr. Slimmon says: 

“At the present time it does not appear 
possible for a life insurance company to 
accurately gauge the extra hazard of 


‘aeronautical flights. This is demonstrated 


by the variety of classifications calling 
for extra premiums which have been 
computed by the various companies at- 
tempting these calculations. Computa- 
tion of the risk is made the more difficult 
because many persons who today have 
no idea of flying may within a year be 
using aircraft frequently. Therefore, it 
would seem better for life insurance 
companies to select a small class of those 
persons using aeroplanes where the 
aeronautical hazard is present in a very 
limited degree and insure them at stand- 
ard rates. As aeronautical development 
continues and this hazard reduces, the 
class can be enlarged gradually and a 
well defined eexperience will result. 
“At the present time practically all 
life insurance companies will accept at 
standard rates for limited amounts of 
insurance, business men of mature years 
who intend to fly a limited number of 
times in the transport planes of a na- 
tionally or an internationally known 
transport company, where such flights 
are to be taken over recognized air- 
ways between two airdromes. Here, 
then, is the selection of the first small 
class of risk in which the aeronautical 
hazard is presented, and here are some 
of the reasons for this discrimination. 
“The business man of mature years 
who will fly a limited number of times 
as been selected as a type presenting 
amirimum amount of risk for the fol- 
Owine reasons: His success in business 
Which permits him to appply for life 
Msurance has been accomplished by the 
use of his brains and the exercise of 
tood judgment. It must be assumed, 
therefore, that he will make careful in- 
quiry concerning the aeroplane he pro- 
POses to use, and that he will only use 
it where it is advantageous to him from 
abusiness standpoint. If he clearly states 
to the insuring company that such busi- 
ness demands will oblige him to fly only 
alimited number of times, this will tend 
to confine his flights to planes of a trans- 











Travelers Paid For 
Business $975,716,447 


INSURANCE IN FORCE $4,494,108,000 








Hartford Company Reports Total Pre- 
mium Income, Life Department, 
Of $99,775,848 





The Travelers had a total volume of 
paid for business last year amounting to 
$975,716,447. The total insurance in force 
reached the sum of $4,494,108,341. The 
— premium income was $99,775,- 


The assets of the Travelers on Janu- 
ary 1, this year, were $553,857,160. Actu- 
arial calculations, made in accordance 
with the laws, rules and regulations of all 
states and Canadian provinces in which 
the laws, rules and regulations of all 
states and Canadian provinces in which 
the company does business, and also in 
accordance with good practice, show that 
$510,803,736 was required as of January 
1 to meet policy and other obligations. 
The margin of assets over the latter fig- 
ure—reserves and _ liabilities—for the 
company was $43,053,423, which figure is 
legally known as surplus as regards pol- 
icyholders. A comparison of the assets 
the first of this year with the same date 
in 1928 shows an increase of $64,156,839. 





TO DEVELOP LIFE TRUSTS 





H. S. Koster, Fidelity Trust, N. Y., Plans 
Publicity Campaign; Will Co-Operate 
With Underwriters 

Henry S. Koster, formerly associated 
with the Fidelity Trust Co. of Newark, 
and now assistant trust officer of the 
Fidelity Trust Co. of New York, contem- 
plates starting a publicity campaign for 
the purpose of developing funded trusts, 
unfunded trusts, business insurance trusts 
and cash accumulated trusts, in co-opera- 
tion with the life underwriters of New 
York. Mr. Koster has had more than 
ten years’ experience in trust funds. 








port company because it would not be 
economy for him to purchase a plane and 
hire a pilot or fly himself. 

Preferred Risks 


“The class of persons selected are 
limited to the use of planes owned and 
operated by a large transport company 
for the following reasons: First, many 
of such planes are multi-motored crafts 
and the purchase of these planes by air- 
lines is rapidly increasing. The plane is 
flown only after it has been properly 
warmed up and tested, and at the con- 
clusion of the flight it is properly taken 
care of immediately, and any necessary 
repairs made by high-class mechanics. 
Secondly, the ground organization of a 
transport company includes arrange- 
ments for the inspection of pilots.” 





George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 


Vice-President and Secretary 











THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND — 
Incorporated 1882 
Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. N. WARFIELD, President 
—o——E—————————— 























Sun Life 
Policyholders 
To Receive 
Special Bonus 


In addition to regular dividends in 1929 of 
approximately $17,500,000 


MONTREAL, January 8, 1929 


To our policyholders: 


We have just completed another wonderful year, with 
profit earnings never before equalled. Our Directors have 
therefore inaugurated the principle of allowing a Special 
Bonus on maturing participating policies. The basis for 
1929 may be summarized as follows: 


On policies ten years in force, maturing by 
death or (on ‘reserve dividend’ policies) by the 
expiry of the reserve dividend period, a bonus 
of 10 per cent of the reserve, increasing yearly to 
15 per cent on policies in force twenty years or 
longer; on endowments, at maturity, a bonus of 10 
per cent of the face value of policies ten years in 
force, increasing yearly to 15 per cent on policies 
in force twenty years or longer. 


Details will be given in the forthcoming annual report. 


This special bonus is in addition to, and independent of, 
the usual annual profit distribution, the scale for which, 
for the ninth consecutive year, will again be increased. 


We congratulate our members on this happy announce- 
ment. It has been made possible only by the large profits 
earned on the securities selected for the investment of the 


Company’s funds. 


As ninety-five per cent of all surplus earned by the par- 
ticipating assurances accrues to our policyholders them- 
selves, they enjoy practical mutuality, combined with the 
enterprise and stability of stock management. The effect 
of this combination is evidenced by the results. 


T. B. Macaulay, 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


HEAD OFFICE - . . 


Office of the President, 


President. 


- MONTREAL 
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Would Broad Mass. 
Savings Bank Plan 


WANT TO ISSUE ANNUITIES 


Originally Intended as Insurance for Poor 
Scheme; Would Provide 
Large Amount 





A proposed amendment to the Massa- 
chusetts savings bank life insurance plan 
would broaden the scope of the act per- 
mitting larger amounts to be issued by 
the savings banks under certain condi- 
tions. The plan is intended to limit the 
amount that any one of the ten banks 
may issue to an individual policyholder 
to $1,000. For some time past the banks 
have been issuing annuity contracts con- 
taining an agreement to refund upon the 
death of the holder any sum exceeding 
the premium paid with compound in- 
terest. 

It is pointed out that by this combina- 
tion of straight life and annuities, the 
banks have been able to increase the 
amount of insurance issued to one person, 
a practice which the insurance depart- 
ment held to be illegal under the present 
restrictions. The new bill is intended to 
give the banks authority to continue the 
present practice. d 

At a hearing on the proposed bill those 
opposed to it held that the plan had de- 
parted from its. original purpose of pro- 
viding small amounts of insurance for 
those of small resources and now offered 
*an opportunity for anyone to buy $1,000 
straight life and $5,000 in annuities and 
escape taxation. The bill would in- 
crease the annuity limit from $200 a year 
to $500. There is nothing to prevent a 
policyholder from getting the limit from 
each of the banks, it is claimed. | 

Among those who appeared against the 
bill were: Merle G. Summers for the 
Massachusetts Association of Life Un- 
derwriters; Lloyd K. Allen, representing 
the National Association of Life Under- 
writers and the Boston Life Under- 
writers’ Association. 





ELIMINATING LAPSES 


‘Western & Southern “Field News” Says 
Holding Insurance Beyond Grace Pe- 
riod Is An Injustice to Insured 


A writer for The Western & Southern 
“Field News” says that it is an injustice 
to a policyholder to hold. his or her in- 
surance beyond the grace period for the 
reason that they are apt to get the im- 


pression that if the insurance is not 
lapsed it is still in benefit so that they 
expect a settlement even though the 


This leads to 
dissatisfaction and loss of business. 

“Tt is not expected,” 
“that you will entirely eliminate lapses 
from your debit. Some lapses are un- 
avoidable, but the great majority are due 
to avoidable causes which can be pre- 
vented by foresight, caution and common 
sense. 

“Lapses don’t simply occur; most of 
them are created by neglect of the busi- 
ness, failure to maintain the policyhold- 
ers’ interest in their life insurance, or 
neglect to observe the company’s require- 
ments as to the selection of risks, and 
the writing of quality business only. You 
will prevent many lapses if you will con- 
fine your efforts to your own territory 
where you will be able to give the busi- 
ness proper care. Write business where 
there is evidence of the means to pay. 
Avoid overloading the premiums of the 
families on your debit beyond their abil- 
ity to pay. 

“Write your business right. Explain 
the policy proposed thoroughly at the 
time of writing the application and when 
the policy is delivered. Most lapses oc- 
cur on new business.” 


grace period has elapsed. 


says the writer, 


HEADS BUFFALO AGENCY 





H. G. Johnson Succeeds W. E. Bargar as 

Agency Manager of Bankers Life 

in Bison City 

The Bankers Life has announced the 
appointment, effective January 1, of Har- 
old G. Johnson, Pittsburgh, as agency 
manager of the company’s Buffalo, N. Y., 
agency. Mr. Johnson succeeds former 
agency manager W. E. Bargar, who re- 
signed from the agency managerial post 
to devote his time to other business in- 
terests. 

Mr. Johnson since August 15, 1925, has 
been a member of the G. F. Murrell 
Pittsburgh Agency. He entered that 
agency with considerable sales experi- 
ence, but with no actual life insurance 
experience, and was off to a flying start. 

In 1926 and again in 1927 he was a 
member of the company’s Half Million 
Dollar Club, and in the year past his 
paid-for production was $450,167. Over 
those three years his average production 
was $544,806. In 1926 he also won mem- 
bership in the company’s Gold Medal 
Club, an accomplishment that he fol- 
lowed with membership in the Presi- 
dent’s Premier Club in 1927 and 1928. 


PARTNERSHIP PROTECTION 


M. L. Woodward, of Detroit, Uses Col- 
lateral Agreement Form in Talking 
To Lawyers 
Very effective use of the collateral 
agreement form is being made by Milton 
L. Woodward, general agent for the 
Northwestern Mutual Life at Detroit. 
Members of Mr. Woodward’s agency or- 
ganization have been seeing lawyers and 
demonstrating to them that it would be 
to their financial interest to familiarize 
their clients with the advantages of busi- 
ness insurance in general and particu- 
larly in the case of partnerships. The 
special use of the form and the purpose 
stressed by the agents is the liquidation 
of a deceased partner’s interest in a busi- 

ness. 








NOW IN THIRD PLACE 


The New York agency of the Bank- 
ers Life of Iowa which stood in eleventh 
place among all the company’s agencies 
in 1927, climbed to third place in 1928 
with better than $5,000,000 paid-for and 
registered a notable gain in production 
at the same time. Furthermore, the 
New Yorkers had ten monthly leader- 
ships in the particular agency group to 
which they belong. 
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FORGING AHEAD 
GAINS FOR 1928 


Increase in Paid - for Business 


over 1927 . . 20.38% 


Increase in Gain in Insurance 
in Force over 1927 42.21% 


Gain 


Force . P . 








in Total Insurance in 


7.8% 
ANOTHER BIG YEAR AHEAD 


Manhattan Life Insurance Company 














Madison Ave. at 60th Street 


New York, N. Y. 
Founded 1850 


Thomas E. Lovejoy, Presiden 

















$500,000 ON WOMAN 
The E. A. Woods Co., Inc., Pittsburgh, 
has sold a $500,000 policy on the life of 
a woman. It is an annuity to make sure 
the continuity of the income. 











An Outstanding 


Year’s Record— 


HE year 1928 just closed marks an 
epochal period in the history of the 
Missouri State Life Insurance Company. 
It has been a year of outstanding growth 
and expansion, placing the company in the 





New Business Paid For 








Me Baweg Rl ee oo eee $329,854,390.00 
DE - 65 2 un Paw SS 204,763,512.00 
Gain for Year ..... $125,090,878.00 


Policies Issued 


Insurance in Force 
December 31 1928. $1,195,675,940.00 


United States. 














industry. 


This splendid record of achievement 
constitutes a firm foundation for the com- 
pany’s present position and is both an 
inspiration and a guarantee for its future 
It is truly The Progressive 


development. 
Company. 


Missouri State Life Insurance Company 
HILLSMAN TAYLOR, President 


front rank among the leading life insurance 
companies of America. 


With nearly One Billion, Two Hundred 
Million Dollars of life insurance in force, 
covering more than 600,000 lives, the 
Missouri State Life is today the largest life 
insurance company West of the Mississippi 
River and ranks 14th among the more than 
350 Legal Reserve Life companies of the 


This rapid growth and expansion of the 
Missouri State Life is the result of definite 
and calculated forces. 
to intrinsic rightness of policy and practice, 
and as well as the deep personal interest | 
and untiring efforts of its Board of Direc- 
tors, composed of some of the country’s 
greatest leaders in commerce, finance and 


HOME OFFICE: St. Louis 


It is due primarily 
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Penn Mutual Paid For 
$257,264,845 Last Year 


GAIN AMONG BIGGEST REPORTED 








Company Now Has Insurance in Force 
of $1,833,911,610; Surplus Over 
$30,000,000 





One of the company reports that has 
been awaited with special interest is that 
of the Penn Mutual Life. because of the 
special expansion program adopted when 
Vice-President Hugh D. Hart joined the 
company. The production figures for 
1928 are now available and show new 
paid-for business for the year of $257,- 
264,845, the largest production in the 
company’s history, and the gain over 
1927 was equaled by only two or three 
companies in the country. This gain 
amounted to $41,422,796. 

The Penn Mutual total outstanding 
insurance force at the end of the year 
was $1,833,911,610 under 457,943 policies. 
The assets as shown in the financial 
statement for the year stand at more 
than $400,000,000 and the surplus reserves 
are in excess of $30,000,000. The total 
paid to policyholders and their beneficia- 
ries was $42,636,950, which includes $17,- 
894,656 of death claims and $24,742,294 
paid to living policyholders. | 

Dividends paid to policyholders were 
$13,801,705, and $15,200,000 has been set 
aside for dividends to policyholders in 
1929. Total payments of all kinds to 
policyholders and beneficiaries since or- 
ganization in 1847 are $599,189,361. The 
total receipts in 1928 were $89,126,104. 
Among the assets are $196,044,689 of 
mortgages and ground rents, which are 
first liens. U. S. Government and other 
bonds are $115,155,255. 





PRAISES BANK’S CO-OPERATION 





Trusteeing Proceeds of Life Policies 
Growing, S. B. Rote of Newark 
Underwriters Tells Guests of 
Trust Company 
Stuart B. Rote, president of the Life 
Underwriters Association of Newark, 
praised the Fidelity Union Trust Co., for 
the hearty co-operation between the 
trust company and the life underwriters 
of New Jersey at the dinner which was 
tendered to the life underwriters of New 
Jersey, by the trust company on Mon- 
day, January 21, at the Robert Treat 

Hotel, Newark. 

He said that the work of the trust com- 
pany has been of tremendous value to 
the life underwriter in the idea of trus- 
teeing the proceeds of life insurance poli- 
cies. The close co-operation between 
banks and trust companies on one hand 
and life insurance companies on the 
other hand has grown by leaps and 
bounds, said Mr. Rote. He further stated 
that, “trust agreements held by these 
financial institutions now range around 
$750,000,000, and the amounts mount- 
ing rapidly. It has strengthened the 
character and value of life insurance and 
greatly expanded the usefulness of banks 
and trust companies. There should be 
no competition between the two institu- 
tions. They should work together and 
supplement each other’s efforts by the 
closest sort of co-operation.” 

in conclusion he said that the bene- 
fits derived from trust company co- 
operation had cut down lapses, helped to 
keep business on the books, aided dis- 
satisfied policyholders, utilized the time 
of an agent more efficiently, put the life 





JOHN HANCOCK SERIES 
YOU HAVEN’T MENTIONED 


GROUP INSURANCE | 
. TO THIS MAN . 


NE of your clients may be getting to the point of 
wanting Group Insurance and would be glad to have 


you handle it for him, but “You haven’t mentioned 
Group insurance to him.’’ 


Group Insurance is a “specialty” with some companies, 
and the John Hancock is one of them. 


: Consult with the Home Office of this Company, or any of 
its Agencies, for advice or assistance in regard to all forms 
of Group, Wholesale and Salary Deduction Insurance. 


The John Hancock Mutual Life Insurance Company is in 
a position to handle your surplus brokerage business, and ex- 
tends to you every possible opportunity to use its facilities. 


Cour 2 
LiFE INSURANCE COMPANY 


cF BOSTON. MASSACHUSETTS 





He may go elsewhere. 





NAME 


Inguiry Bureau:—JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 
197 Clarendon Street, Boston, Mass. 


Please send copy of “Management, Men and Motives,” 
and other information pertaining to Group Insurance. 





ADDRESS 








CAN’T SUSPEND LIFE LICENSES 


The insurance commissioner of Ken- 
tucky has no authority to suspend the li- 
cense of a life insurance agent on the 
conviction of the agent by the commis- 
sioner of the charge of “twisting,” is the 
statement of Judge A. M. J. Cochran of 
the United States District Court. This 
decision was rendered by Judge Cochran 
on the application of E. N. Caldwell of 
Glasgow, Ky., an agent who had been 
cited to appear before Commissioner S. 
M. Saufley to show cause why his license 
as agent should not be revoked or sus- 
pended. 





NORTHWESTERN MUTUAL GAINS 

The Northwestern Mutual Life had 
new paid for life insurance last year 
amounting to $352,111,029. The company’s 
written production was the largest in its 
history, being more than $424,000,000. 
The insurance in force now stands at 
$3,700,580,000. 


R. P. THIERBACH ADVANCED 

The Northwestern Mutual Life has ap- 
pointed Russell P. Thierbach assistant 
superintendent of agencies. Mr. Thier- 
bach has been with the company since 
1911, for several years past being with 
the Milwaukee agency in sales promotion 
activities. 








insurance business on a_ higher plane, 
helped to educate the life underwriter, 
and raise the standard of selling. 


OVER SIXTY-FIVE YEARS IN BUSINESS———— 








TO EXEMPT TRUST PROCEEDS 





Important Bill Before New Jersey Legis- 
lature Outcome Of Recent 
Decision 

A bill was introduced Monday by Sen- 
ator Wolber of Essex County before the 
Jersey Legislature which if enacted will 
put life insurance proceds, when pavable 
under a deed of trust, in the class of 
property exempt from the New Jersey 
Transfer Inheritance Tax. 


This bill was designed to change the 
law as laid down last December 6 in the 
case of Fagan versus Bugbee, Comp- 
troller. _That decision of the New. Jer- 
sey Supreme Court in effect holds that 
proceeds of life insurance policies paya- 
ble to a trustee under a trust agreement 
created by the insured are taxable as 
part of the insured’s estate at his death. 

Senator Wolber when interviewed said 
that he had presented the bill at the 
instance of the Legislative Committee of 
the New Jersey Bankers Association of 
which Thomas H. Stephens, President of 
the Bank of. Montclair, is chairman. 





TO ADDRESS STUDENTS 
S. B. Love, manager at Richmond for 
the Mutual Life, will deliver a lecture 
February 4 before the class in economics 
at the University of Virginia. His sub- 


ject will be “Life Insurance and the 
State. 


Sets Aside $77,138,725 
For 1929 Dividends 


METROPOLITAN LIFE’S RECORD 





Ordimary Dividends, $39,213,500; Indus- 
trial, $36,953,000; Accident About 
$1,000,000 





The Metropolitan Life will pay to its 
policyholders during 1929 in dividends a 
total of $77,138,725, President Haley 
Fiske announced this week. This total 
was reached with the further declaration 
of $21,811,000 of dividends for ordinary 
policyholders at the last regular meet- 
ing of the board of directors. Dividends 
to be paid during the year are divided 
as follows: Ordinary dividends, $39,213,- 
500; industrial dividends $36,953,000, and 
accident and health dividends, slightly 
less than $1,000,000. 

Including the 1929 dividend declaration 
the Metropolitan Life will have paid to 
its ordinary policyholders to date ap- 
proximately $215,180,000 in dividends. 

In December last year, Mr. Fiske an- 
nounced that his company would pay 
double indemnity benefits beginning as 
of December 1, 1928, without extra pre- 
mium, to industrial policyholders in good 
standing. This concession provides that 
in case of accidental death of such pol- 
icyholders between fifteen and seventy 
years the death benefit will be twice the 
amount called for in the policy, except 
in certain occupational fatalities, when 
the added benefit is only one-half the 
face of the policy, including the indus- 
trial dividend, to be paid this year, this 
insurance company will have paid or 
credited to date to industrial policyhold- 
ers more than $230,000,000 in dividends 
and bonuses in the past thirty-three 


years. 

The 1929 dividends bring the total 
dividends paid or credited to date by the 
Metropolitan, in all departments to ap- 
proximately $450,000,000. 





SUIT OVER WOODMEN BUILDING 

A suit has been started in Omaha by 
members of the Woodmen of the World 
seeking to set aside the recent sale of 
the headquarters building to the Wood- 
men Building Co., claiming that the price 
was inadequate. The suit also aims to 
oust the officers. Testimony was of- 
fered to show that the price was ade- 
quate and that the fraternal order had 
approved the sale. 





NEW ENGLAND MUTUAL’S YEAR 
The New England Mutual Life had 
new paid for life insurance last year 
amounting to $138,842,968 not including 
additions and revivals. The net increase 
over the previous year was more than 
$6,000,000. The company’s total insurance 
at the end of the year was $1,113,810,562. 
The company’s mortality experience was 
52.67% of the expected for the year. 





HARDIN SINKING FUND HEAD 

The Newark Sinking Fund Board Com- 
mission has re-elected President John R. 
Hardin of the Mutual Benefit Life its 
president. Christian Feigenspan, presi- 
dent, Commercial Casualty, was also re- 
elected vice-president and assistant sec- 
retary. 





The John Hancock Mutual Life has 
been licensed in the State of Colorado’ 
and has established a general agency 
with R. H. Faxon as general agent. Mr. 
Faxon is prominent in business and civic 
circles of that city. 





GUARDIAN LIFE 








Established 1860 Under the Laws of the State of New York 









17-23 John Street, New York 
CORtlandt 8300 
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Practical Suggestions to Help the Man With the Rat 


Book:Increase His Income and General Efficiency 


Most men are of 


Income the opinion that the 
Plan Is amount of insurance 
Better they can afford to 


carry would not pro- 
vide an income sufficient to meet the 
needs of their families and for this rea- 
son they prefer the proceeds of the poli- 
cies to be paid in one lump sum, says 
the Missouri State Life in the company’s 
paper “The Bulletin,” but this is a mis- 
take. 

It is a good plan for a man of family 
to have a portion of his insurance pay- 
able in a lump sum sufficient to cover 
the immediate obligations which will 
fall to the family after the breadwinner 
of the household is called away, but the 
remainder of the insurance should be 
payable on the instalment plan for a pe- 
riod of years at least, if not for the life- 
time of the beneficiary. 

Continuing the Missouri State Life 
says: “Let us prove it and show you 
how you can get more out of your insur- 
ance. Suppose you have $12,000.00 in- 
surance and you decided to have $2,000.00 
payable in a lump sum as a clean up 
iund, leaving $10,000.00 with the com- 
pany to be paid to your beneficiary under 
our income plan. 

“Let us assume that at the time you 
pass on your beneficiary is thirty-five 
years old, for under Option 2, of our 
policy contracts the amount of the 
monthly income varies according to the 
age of the beneficiary. Such a fund 
would guarantee your beneficiary an an- 
nual income of $516.00 for life payable 
in monthly instalments of $43.00 each. 

“In other words the return is equiva- 
lent in amount to the interest from an 
investment paying 5.16% per annum. An- 
other thing, the monthly payments are 
guaranteed for the life of the original 
beneficiary, but in any event for a pe- 
riod of twenty years, and if your bene- 
ficiary should die the instalments would 
be paid to her heirs or to any contingent 
beneficiary named by you until 240 
monthly instalments had been paid. Now 
the question. Do you think your bene- 
ficiary could invest $10,000.00 safely so 
as to get 5.16% interest continuously, 
year in and year out?” 


* * * 
A clever twist on 
Playing the word “App” is 
On the Word used in a circular 
“App” gotten out by Mervin 


L. Lane, Equitable 
Society, 393 Seventh Avenue, New York. 
The letter reads: 
For New and Old Agents: 

“An apple a day keeps the doctor 
away.” 

An APP PULL a day keeps the agent 
away from the ash heap. 

Continuous production in industries 
makes for success. The factory that op- 
erates one week and shuts down the next 
two, goes out of business sooner or later 
Same thing with agents. 

Continuous production in life insur- 
ance makes for success. Get that “App- 
A-Week” habit. But don’t stop there. 


Try to get an application each day and 
be an IMPORTANT part of the App- 
A-Week Club. 

The fellow who cannot get “an app” 
must be taking “a nap.” 

Therefore, from now on, let’s keep on 

APP lying ourselves to our work, with 

due 

APP reciation of the 

APP ortunity in the most 

APP ropriate business gaining the 

APP lause of the financial world and 


the 
APP roval of the people generally. 
Hence, if we 
APP eal to the commonsense of our 
clients, 
APP roaching these prospects with 
APP arent good judgment, we will, 
APP roximate professional perfection 


vy 
APP easing financial worries general- 
ly. 
Isn’t this all true? 
APP solutely?!! 





TALK ON LIFE COVERAGE 





S. B. Rote, Pres. Newark Life Under- 
writers Ass’n, Speaks Over Radio 
During Thrift Week 


The primary purpose of life insurance 
is to compensate in some part for the 
economic value of a human life, said 
Stuart B. Rote, president of the Newark 
Life Underwriters Association, over the 
radio during Thrift Week. A life insur- 
ance contract is simply a sinking fund 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 

















PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 
For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 
110 William Street 
New York City 
Beekman 5058—6691 























Gerard S. Nollen, President 





Forty-four Per Cent on Policy Holders 


The Bankers Life Company established two records in 
October, 1928, “Policy Holders’ Month.” 

The paid-for production of $17,708,649 was the greatest 
October total, and the second greatest total for any 
month, in the Company’s history. 

More than 44 per cent. of the October production was 
written on Bankers Life policy holders—another 
Onward March record. 


PAARL RIAL | 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


Established 1879 


DES MOINES, IOWA 














“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 


LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights of all parties intereste 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 


that will particularly appeal to the conscientious life underwriter. 
WRITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street, Philadelphia 











callable bond purchased on the instal- 
ment plan. It is not only protection for 
a man’s family but a protection against 
his own financial weaknesses, said Mr. 
Rote. 

Speaking further on the subject he 
said, “In our complex powered civiliza- 
tion we are continually on the go wheth- 
er on work or pleasure bent. We have 
two desires, one may be called the ma- 
terial and the other mental or cultural 
desire. True living is a happy combina- 
tion for the material with the mental 
and cultural which makes our lives richer 


in America then and there. 


are invited to apply to 





DAVID F. HOUSTON 
President 


34 Nassau Street 








Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February 1st, 1843, 
“The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 
of New York 


2nd Vice- President and Manager of Agencies 


and fuller. Most men with ambition 
start out in life with the commendable 
desire to accumulate an estate but we 
know from statistics that few accomplish 
their desire. 

“The fortunate thing about life insur- 
ance is that you create the estate and 
then start out to accumulate it by sys- 
tematic and persistent effort. It also re- 
lieves one from worry and fear, gives 
deep comfort and a state of pecuniary 
independence. Life insurance in an ade- 
quate amount is the very financial foun- 
dation of the home.” 


The Mutual Life began 


GEORGE K. SARGENT 


New York, N. Y. 
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“Bob” Williams Is 
Back Again In N. Y. 


AS PHOENIX MUTUAL MANAGER 





Picturesque Life Underwriter Starts Here 
From. Scratch After Educational 
Work With Union Central 





“sRobert J. Williams, picturesque life in- 
‘surance producer .who left New York 
City-séveral years ago to become direc- 
tor of education with the Union Central 


Life, is back in the metropolitan district 
‘again as. manager of the newly opened 
Madison avehue office of the Phoenix 
Mutual Life “at’ 342 ‘Madison avenue. 
“Bob” Williams, as he is familiarly 
known, is starting from scratch as an 
agency manager and in his first week 
on the job signed up four full time pro- 
ducers. f 

Noted for his originality and imagina- 
tive qualities, Williams is setting up sev- 
eral innovations in his agency. For one 
thing he will have an attractive policy- 
holders’ reception room where visitors 
can view the two Phoenix Mutual films— 
“Vanishing Fortunes” and “Something 
Worthwhile.” And being a typical Eng- 
lishman, he is planning to have tea 
served at the close of the day to his 
friends who may drop in. : 

His first week on the job Williams 
received a cal! from a salesman of the 
linoleum company from which he was 
purchasing his floor coverings. Before 
that salesman, A. E. Green, left the 
office Williams had persuaded him to 
sign up as a full time Phoenix Mutual 
producer and he will take the home office 
training course. Another new agent with 
a good selling record is Harry Kapp, 
formerly sales manager of the Club 
Aluminum Co. J. A. Davis, English army 
officer whose leg was blown off during 
a World War engagement, is also a pro- 
ducer in his office: 

To assist him in the running of the 
office, Miss Marion Hoenack, formerly 
‘statistician of the National Y. W. C. A., 
has been appointed cashier. Miss Hoen- 
ack showed her active interest in the 


agency by bringing in a new agent on - 
her second day with the Phoenix Mu- . 


tual. 
Williams’ Colorful Career 
“Bob” Williams has had an unusually 
interesting career, starting. from the 
time he came to Western Canada after 
his student days with Ralph Connor, the 
well-known author of religious works. 


He followed him through the lumber - 


camps of the Canadian Rockies and un- 
der his tutelage, studied theology, and 
finally because of his ‘experience in 
Canada, accepted a call from the Con- 
gregational Church, for similar work in 
Tasmania. For three years. Williams 
worked there, organizing twelve little 
churches.” . : 
When the war broke out he enlisted in 
the Australian forces as a private; served 
for four years and ten months, first in 
Egypt, then through the entire disas- 
trous Gallipoli campaign, and finally in 
all the later. major engagements in 
France. He rose through the ranks by 
Intermediate steps to a captaincy in the 
Australian Overseas Force. 
this country in 1921 to make a lecture 
tour with, Lord Dunsany, the Irish 
dramatist; met an American girl and 
married her that year. 
Coming ..into life insurance, he first at- 
_ tracted attention by conducting a booth 
‘In the Advertising Exposition being held 
ina New York armory at that-time. He 
had his office in 80 Maiden lane and 
cleared his business largely through the 

enn Mutual and Equitable Life Assur- 
ance Society. Successively he joined 
'forces' with the C. B. Knight Agency of 
the Union Central, then accepted the as- 
Signment of directing the home office 
educational activities of the Union Cen- 
_tral. He came to the Phoenix Mutual 
i late last year and has been assigned to 
Its home office up to this time. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 


: e © 
Nylic Friends 
National advertising grows because retail 


q merchants have learned that it is much easier 
to sell goods that are well known to the public. 
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Nylic Agents do not find it necessary to 
“introduce” their Company, which now has 


Two Million Policyholders insured for nearly 7 
Billion Dollars. a 
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Gq Since organization, Nylic has paid to living 
Policyholders and to beneficiaries over 2 

Billion 600 Million Dollars. — It is now distribut- 

ing over 50 Millions a year in dividends. 

q Through 84 years of investing, New York Life 
has been of incalculable service to the nation, 

to business and to individuals. Today its assets 

of over | Billion 400 Million Dollars are largely 


used’ to finance public works, railroads, public 
utilities,” business buildings, homes and farms. 
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So, wherever the Nylic agent 
goes, he finds Nylic friends 
—policyholders, benefici- 
aries and borrowers 
—who are grateful 
to the Company 
for its service 
to them. 
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Life Insurance Great 
Thrift Institution 


EXCEEDS VALUES IN’ BANKS 
William J, Graham, Second Vice-Presi- 
dent, Equitable Society, Gives Thrift 
Week Radio Talk 








Speaking over the radio during Na- 
tional Thrift Week, William J. Graham, 
second vice-president of the Equitable 
Life Assurance Society, said that as a 
thrift institution life insurance ranked 
high as the accumulations of the Ameri- 
can life companies amounted to the huge 
sum of $16,000,000,000 representing money 
values 50% in excess of the sum total 
of savings accounts in all the savings 
banks of the country; the. policyholders 
of these companies are in possession of 
money values equal to two-thirds of all 
the deposits in all of the national banks 
of the country. 

Mr. Graham estimated that the pay- 
ments to beneficiaries during 1928 would 
average $1,725,000 a day. He thought 
that the amounts paid living policyhold- 
ers for matured endowments would av- 
erage an additional $2,000,000 a week; 
with another $1,000,000 a month to be 
added for payments to old age annuit- 
ants. 

Large as these figures are, said Mr. 
Graham, they account for only half of 
the moneys returned to policyholders. 
The other half—approximately $725,000,- 
000 for the companies reporting to the 
New York Insurance Department—repre- 
sent-monies paid back in 1928 in surren- 
der values or dividends. 

*“Life insurance in America,” said Mr. 
Graham, “largely through the superiority 
of the American agency system and 
through the diligence, intelligence and 
high purpose of the American agent, has 


-,amassed more protection for the’ finan- 


cial independence of the American peo- 
ple than exists in the rest of the world 
combined. It is estimated that the life 
companies of the United States have out- 
standing two-thirds of all the life insur- 
ance in the world. The growth of the 
life insurance business in the United 
States and Canada has been truly re- 
markable. The volume of life insurance 
outstanding today, exclusive of the war 
risk business of the United States gov- 
ernment, has reached or will reach short- 
ly the huge sum of about one hundred 
billion dollars. This is three times the 
amount in force ten years ago. While 
the chief influence in this huge growth 
has been the life insurance agent, the 
growth itself indicates increasing recog- 
nition on the part of the public of the 
need for and usefulness of life insurance. 





New York Life’s 15th 
Year Extra Dividends 
The New York Life has adopted a new 
scale of extra dividends payable at the 
end of ‘the fifteenth year, uniform for 
all ages, as follows per thousand of in- 
surance: 
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2p-Paymient. hile... eke es iene. 17.50 
Endowment, 20 Years ............ 10.00 
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true the legislation authorizing the trans- 
formation is unconstitutional because im- 
pairing the obligation of their contractu- 
ral rights. It was further contended that 
the company had not properly used the 
assets and properties held at the time of 
the change to the legal reserve basis. 

All these questions were determined by 
the district court in favor of the com- 
pany. 

In its opinion the Supreme Court held 
as follows: 

Supreme Court’s Opinion 

“Manifestly, there is no contract requir- 
ing the level premium or legal reserve 
participants to pay an assessment or any 
part of the death loss for those under 
the old plan. There is the prohibition 
against the impairment of the obligation 
created by the agreement giving rise to 
the level premium or legal reserve policy, 
the same as that protecting any other 
contractural undertaking. This is self- 
evident. 

“We cannot cast upon the level pre- 
mium or legal reserve members a burden 
which they did not assume, nor have 
the assessment certificate holders any 
contractural right to demand such an im- 
position. 

“It is plain that the legislative enact- 
ments authorizing appellee to write level 
premium or legal reserve insurance were 
and are legal and valid, and the policy- 
holders thereunder are possessors of con- 
tracts which can be enforced according 
to the terms thereof without any impair- 
ment or abridgment. Contribution from 
the legal reserve or level premium 
branch, by way of assessment or other- 
wise, can in no event be legally demanded 
or obtained by the assessment members. 
By thus deciding we have preserved in 
every way appellants’ entire contract in 
this transaction without permitting trans- 
gression thereof by the level premium or 
legal reserve policyholders.” 





Bankers Life Case 


(Continued from Page 1) 


As to the status of the certificate 
holders who changed over to the legal 
reserve basis the court said: 


“Exchange, under the method here em- 
ployed, amounted to and was a cancel- 
lation of the assessment certificate tran- 
saction, there was no assessment certifi- 
cate in existence. Consequently, dues 
and assessments could no longer accrue 
thereunder. An_ essential prerequisite 
for such demands is the existence of a 
living, active assessment certificate. 
Without the latter, there can be no dues 
and assessments. When there are no 
dues and assessments, there could be no 
forfeiture or lapse for the want of pay- 
ment thereof. Existing assessment cer- 
tificate holders had no other or greater 
right in the guarantee fund than that the 
same should be held to assure the pay- 
ment of assessments and dues that might 
in the future be owing from the indi- 
vidual member under his certificate. If 
all such assessments and dues were paid 
by that member, the fund never belonged 
to appellants, but remained the property 
of the depositor, and upon his death 
while he was in good standing it went 
to his beneficiary. So, when the certifi- 
cate for which the guarantee fund was 
placed became a nullity through cancella- 
tion, there was no further need or rea- 
son for said fund because there could be 
no additional assessments or dues there- 
under and such trust money auto- 
matically became the property of the 
member who first deposited it. He, in 
turn, after the ending of his certificate 
contractural obligation, had a right to 
again enter the same money, if he so 
chose, under the policy agreement to be 
dealt with in any manner or way agreed 
upon between him and appellee. 


“About this appellants had no right 


to complain, for they were not concerned 
in that private transaction.” 








EDGAR HORNE CHAIRMAN 

The directors of The Prudential As- 
surance Co. at a special meeting held 
in London, elected Edgar Horne to the 
chairmanship, caused by the death of 
Alfred Cordery Thompson. Frederick 
Schooling was elected deputy-chairman 
in succession to Mr. Horne. Mr. 
Horne succeeds to a position which his 
father held for many years. He was 
born in 1856, and educated at Westmin- 
ster School, and entered his father’s 
firm of auctioneers and surveyors in 
1872. Ten years later he became a 
Fellow of the Surveyors’ Institution and 
in 1911 was elected president. In 1906 
he contested North Devon as a Liberal- 
Unionist, and from 1910 to 1922 he sat 
as Unionist member of Parliament for 
Guildford. He was Mayor of West- 
minster in 1923-24. 





NAT’L. FIDELITY BUILDING 

The National Fidelity Life has pur- 
chased the Continental building, a ten 
story office structure in Kansas City. 
The second and third floors will be oc- 
cupied by the company as its home of- 
fice. The other floors will be rented out 
as offices. Fhe company expects to take 
possession of the building on March 1, 
which will be known as the National 
Fidelity Life building. 


NEW PRUDENTIAL DISTRICT 

The opening of the Oakland District 
No. 2 in California, reflects company and 
community growth in that city. The new 
superintendency is in charge of Mark 
J. Larner, a seasoned company man. Mr. 
Larner’s service dates from March 8, 
1915, when he was assigned as an agent 
in San Francisco. He was promoted to 
assistant superintendent in November of 
the same year, and held that title until 
his recent advancement. 





























New Insurance. . 
Increase over 1927 . . 
Insurance in Force. $1,113,8 10,563 
An Increaseof .. . 

- Representing over 63% of the New Business 


New England Mutual Life Insurance Co. 





BUSINESS OF 1928 
. $143,573,589 


. 6,083,386 


- 90,547,161 


BOSTON, MASS. 








JOHN HANCOCK CHANGES 
Wm. J. McDevitt, Made Sup’t.; T. J. 


Nicholson, Assumes Similar Position; 
Several Transfers Announced 

Several changes and appointments 
have been made during the past month 
by the John Hancock. They include the 
appointment of William J. McDevitt as 
superintendent of a new agency just 
established at Johnstown, Pa. Mr. Mc- 
Devitt has been conneced with the com- 
pany for eight years, starting with the 
Chester, Pa., agency of the company. 

Thomas J. Nicholson, formerly assist- 
ant superintendent of the Detroit office, 
has been made superintendent of the new 
agency of the company at Pontiac. Mr. 
Nicholson has been with the company 
since 1925. Another appointment an- 
nounced is that of John C. Sullivan, who 
has been made superintendent of a new 
office opened in Youngstown, Ohio. Mr. 
Sullivan entered the service of the com- 
pany five years ago as an agent at 
Rochester. Two years later he was pro- 
moted to an assistant at Cleveland. He 
has displayed considerable executive 
ability and is amply qualified to fill his 
new position. 

James Morgan has been transferred 
from the Springfield, Ill., branch office 
to Chicago No. 5 and made superinten- 
dent. Mr. Morgan has been associated 
with the company since 1916 and has been 
located in Lawrence, Mass., Waterbury, 
Conn., and in the city from which he has 
just been transferred from. Lloyd J. 
Lynch, who will have charge of the 
organization work in the general agency 
at Minneapolis, has a background of 
seven years’ experience in that city. He 
is a graduate of the University of Min- 
nesota and took a life insurance course 
at Carnegie Tech. 





_company. 


DRUG STORES, INC., GROUP PLAN 

M. G. Gibbs, president -of the People’s 
Drug Stores, Inc., recently announced 
the purchase of a plan of Employes 
Group Life and Total Permanent Dis- 
ability insurance from the Equitable So- 
ciety. This makes about $2,000,000 of in- 
surance on the contributory basis thus 
far taken by the 850 employes of. this 
Employes may apply for an 
amount of insurance varying from 
$1,000 to $10,000. 





NEW YORK LIFE MORTGAGES 

New York Life in 1928 made 3,735 sep- 
arate loan investments amounting to 
$99,962,522 and accommodating 13,128 
families. These loans were distributed 
throughout 246 cities within forty-one 
states and the Dominion of Canada. The 
total outstanding mortgage loan invest 


ments of the company are now 29,607 
loans for $533,420,660. 





KANSAS CITY LIFE FIGURES 

Production for the year 1928 for the 
Kansas City Life was $92,184,510. The 
largest personal producer for the year 
was A. H. Lieber, of Milwaukee, with a 
production of $1,693,400 of net issued 
business. 





Following a stroke of apoplexy, which 
came on while he was riding in an auto- 
mobile near his home in Utica, N. Y, 
Paul Agne, former agent of the Metro- 
politan Life in that city, passed away 
three days later at the age of seventy- 
six years. He was the father of Charles 
Agne, county comptroller. 
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for the Agent of THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY of! Ft.Wayne, Indiana. 








1851 


BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
bas a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


happiness of its representatives. 


“Ask any Berkshire Agent” 


1928 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


Pittsfield, Massachusetts 





FRED. H. RHODES, President 






























George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 


The Colonial Life Insurance Company of America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-makiné 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 


OFFICERS 
E. J. Heppenheimer, President 


S. R. Drown, Secretary 
E. C. Wise, Treasurer 


Home Office—Jersey City, N. J. 
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New Opportunities A 
Challenge To Agent 


HIGH INTELLIGENCE NEEDED 





Roger B. Hull Discusses Co-operation for 
Insurance Trusts in “Trust 
Companies” Magazine 





The increasing opportunities for the 
present day life underwriter in such new 
activities as in co-operation with trust 
companies, constitute a challenge to the 
agents of the country to fit themselves 
for these opportunities, says Major 
Roger B. Hull, managing director and 
general counsel of the National Associa- 
tion of Life Underwriters, in an article 
in the magazine “Trust Companies.” On 
this subject Major Hull said in part: 

“The tremendous growth of ‘surplus 
wealth” in this country, especially in the 
light of new and increasingly burden- 
some systems of taxation, has wrought 
spectacular changes in all of these 
phases of investment and conservation 
service. The rapidity with which these 
changes have come about, explains to a 
certain extent at least, the fact that 
problems, legal, administrative, financial 
and otherwise, have already arisen in this 
new field of insurance activity which re- 
quire the highest type of mental and 
professional epuipment for their solution. 

“IT am convinced especially of this one 
thing in connection with our co-opera- 
tion with trust officers in this field—that, 
if they will help us now in a new way, 
as they have responded so generously in 
the past, there is bound to be within the 
next few months and vears, a still fur- 
ther and more surprising extension of 
the benefits of the trusteeing of life in- 
surance proceeds. 


Intelligent Performance Needed 
“And the request this time is not for 
the expenditure of money, nor, indeed, 
‘eee 


—— eee 


of time and energy, but merely for the 
exercise of a wiser discrimination—of a 
higher degree of care in the perform- 
ance of our joint program. If the mod- 
ern underwriter is to prepare himself 
adequately to perform his part of this 
co-operative service, certainly one way 
in which we can be sure that the serv- 
ice is maintained upon that plane of ade- 
quacy, is through an exacting demand on 
the part of trust officers for intelligent 
performance. If the so-called average 
life underwriters of the past has not al- 
ways been qualified to perform this serv- 
ice effectively, it will doubtless still be 
true in the future that some will choose 
to remain thus unqualified. It will prob- 
ably always be a weakness of our Ameri- 
can agency system that the most poorly 
qualified life insurance agent will tend 
to set the pace and to mark the character 
for the whole profession. Is it not true 
that the unintelligent, the careless and 
the inefficient worker leaves, in this line 
of endeavor just as he does in countless 
others, in many ways, a more noticeable 
and lasting effect upon his industry than 
does his more able and careful competi- 
tor? The ignorant, blundering, narrow- 
visioned life insurance agent (and un- 
fortunately he still exists, though, we be- 
lieve, in decreasing numbers) does more 
permanent harm to the life insurance 
business in ten unsuccessful interviews, 
than can be repaired by ten intelligent 
underwriters, working days on end. 

“To the life underwriter, trust com- 
pany co-operation offers an unusual op- 
portunity, for association with the lead- 
ers of our great financial institutions, 
whose professional standards and ideals 
of service are already on such a high 
plane. 

“It is particularly essential, therefore, 
that trust officers nequire and receive 
onlv the type of helpful, honest and in- 
telligent underwriting co-operation which 
alone will place and conserve this partic- 
ular kind of business. It is a type of 
business which cannot flourish in an ot- 
mosphere of ignorant and unskilful per- 





formance. It requires the best that the 
highest efficiency of modern life under- 
writing can produce. 

“It gives expression to all of these 
tests and standards for the establish- 
ment of which the devoted leaders of 
American life underwriting have been 
struggling for years. Unless trust offi- 
cers demand that best, they will receive 
less than is essential to the success and 
development of this field of joint en- 
deavor. If they will set their standards 
sufficiently high, and then insist upon 
the life underwriter measuring up to 
those standards, there is simply no end 
to the extent to which the movement 
may be developed. 

“And this, in my humble opinion, is 
the next essential step in the develop- 
ment of trust officer—like underwriter 
co-operation—a higher plane of perform- 
ance on the part of the life underwriter, 
required, if not in large part inspired, 
by the trust officer.” 





ATLANTIC LIFE’S CAMPAIGN 

C. F. Merrifield. newly appointed gen- 
eral agent for the Atlantic Life at 
Kalamazoo, Mich., and J. C. Fraleigh 
wrote six applications each the first day 
of the president’s welcome campaign. 
For this achievement. each received a 
check for $15. R. R. Knox, supervisor of 
agents of the Birmingham agency, wrote 
fifty-two applications for a total of $107, 
500 within eight days. Twenty of these 
applications were written in one day for 
$44,000, all of them on cold canvass. 
The campaign started Tanuary 14 and 
will continue through February 28. 





PROCEEDINGS IN BOOK FORM 

The entire proceedings of the fifth an- 
nnal conference of the Life Office Man- 
agement Association hove just been is- 
sned in bonk form. Copies can be ob- 
toined for $5 hv non-members from the 
F L_ Rowlard. Lincoln Na- 
tional Life. Ft. Wayne, Ind. 


corrctory 


New T. R. Fell Offices 
Among Most Spacious 


IN CHASE NATIONAL BANK BLDG. 





Massachusetts Mutual Life Manager Has 
Spent Nearly Forty Years in In- 
surance World of N. Y. City 





The new offices of the T. R. Fell 
agency of the Massachusetts Mutual Life 
in the Chase National Bank Building at 


20 Pine street are among the largest and 
most up-to-date in the city. There is a 
flood of daylight on all four sides. New 
metal desks‘ in the new quarters are so 
spaced as to provide wide aisles between 
them. 

In the old quarters the company had 
but 4,200 square feet while in the new 
location there is 6,000 square feet. The 
location in the heart of the financial and 
insurance district is especially good, and 
considerable attention is paid to train- 
ing. Mr. Fell has some of the best of 
the full-time agents attached to his office 
and is all set for larger development and 
expansion. 

For years this insurance manager has 
been one of the best known in the city. 
There are few of the general agents 
who have worked harder or been more 
inspired by the true spirit of insurance. 
In two more years Mr. Fell will have 
spent four decades in the business. He 
entered it in 1890 as an agent in New 
York City for the Mutual Life. With 
that company he remained for sixteen 
years. From there he went with the 
Massachusetts Mutual. For years he 
was one of the leaders in the Life Un- 
derwriters’ Association of New York. 





474 APP-WEEKS 
George Cowton of the Nebraska 
agency of the Equitable Society has 
written one applicaion a week for 474 
weeks, having begun in 1919. 
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Kansas City Life Insurance Company 


HOME OFFICE .- . 


3520 BROADWAY 


Condensed Statement—December 31, 1928 


RESOURCES 


First Mortgage Real Estate 


Loans 


rhs AEE eee $31,422,713.57 


Real Estate Owned (including 


Home Office) 
Loans to Policyholders 


Bonds 


Loans Secured by Collateral___. 
Cash & Certificates of Deposit 


3,483,109.29 
11,559,803.63 
3,659,240.22 
30,600.00 
921,413.45 


Accrued Interest on Invest- 


ments 


1,063,334.33 


Market Value of Bonds in Ex- 


cess of Book Value 


8,708.48 


Net Premiums in Course of 


Collection and Deferred 





$53,830.972.26 





Less Credits Thereon_______._...-- 136,069.07 
Admitted Resources._____........... $53,694,903.19 


INSURANCE 
IN FORCE 


J. B. REYNOLDS, 
President. 


1,682,049.29 - 


LIABILITIES 
Legal Reserve 
Pees Ge i. 
Present Value of Annuities and 
pS eR 
Interest, Rents and Premiums 
Paid in Advance ____................ 
Unpaid Current Bills... 
Set Aside for 1929 Taxes.__...___. 
Paid-up Capital _..$1,000,000.00 
_Assigned Surplus 
to Policy- 
holders ............ 
Other Assigned 
ae 
Unassigned 
Surplus 


1,719,636.87 
500,000.00 


4,160,487.99 





Total Surplus Funds to Protect 


Policyholders __.....................-- $ 7,380,124.86 


AT --..$44,655,663.51 


239,989.20 
739,172.31 
279,608.75 


120,344.56 
280,000.00 





Authorized and operating in 39 States and the District of Columbia 


J. F. BARR, Vice-Pres., @ Supt. of Agents 


AU er ay Fo ee ee Ree $53,694,903.19 


$391,474,746.00 


INSURANCE 
IN FORCE 


C. N. SEARS, 


Secretary. 
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Basis For Developing 
Life Trust Business 

HOW UNDERWRITER FITS IN 

E. M. McMahon Explains Equitable 


Trust System Before Financial 
Advisors’ Association 








There are three principal forms of ac- 
tivity which should result in securing for 
a trust company or trust department of 
a bank a satisfactory volume of insur- 
ance trusts, said Edward M. McMahon, 
insurance trust officer of the Equitable 
Trust Co., New York, in a recent address 
before the Financial Advisors’ Associa- 
tion. These he enumerated as follows: 

1. Direct solicitation by representa- 
tives of the New Business Department, 
especially among the stockholders, off- 
cers and customers of the banks. 

Effective contact between the rep- 
resentatives of the trust company and 
the lawyers of the community. 

3. By having the trust company ren- 
der such service to the more advanced 
underwriters of the community as shall 
secure from them such response as will 
lead the individual underwriter to regard 
that trust company as his “first trust 
company,” as he now has a “first life 
insurance company,” other things being 
at all equal. 

A little over a year ago the Equitable 
Trust Co. decided to organize an insur- 
ance trust department to supplement the 
activities of its new business department, 
which for sometime had been active 
along the first two lines suggested above. 
It was suggested that the primary func- 
tion of this new department should be to 
secure a share of the insurance trust 
business within the control of the under- 
writer. 

Basis of Equitable Trust Plan 

Mr. McMahon described the plan as 
follows: 

“This suggestion was predicated upon 
at least the following factors: First, that 
the margin available for acquisition cost 
for insurance trust business is not suffi- 
ciently great as to enable a trust com- 
pany to employ a sufficient staff of so- 
licitors to secure a substantial volume, 
but that it would be in the best interests 
of the beneficiary, the insured and the 
underwriter if the more liberal acquisi- 
tion cost of life insurance companies 
could be utilized in part to render this 
service to the insured and his beneficia- 
ries Second, that a system of genuine 
co-operation and service on the part of 
the insurance trust department to the 
underwriter would enable the under- 
writer to increase his production and 
thus the best interests of all would be 
promoted. 

“Although our plan has been in oper- 
ation for only a little over a year, the 
results achieved to date have been rather 


satisfactory and we should, during this‘ 


second year, be in a position to arrive 
at more definite conclusions as to the 
advantages and the disadvantages, if any, 
of co-operation with the life underwriter. 
We realize that the life underwriter will 
also consider the question as to whether 
he is profiting by the arrangement. In 
our opinion, there must be profit to both. 
The bank must secure insurance trust 
business and wills and must secure other 
by-products. The underwriter must 
profit by having the use of a better ap- 
proach to his client and by having bet- 
ter facilities for serving his client. He 
must also find that he can ultimately 
close a reasonable amount of business 
which he would not otherwise close if he 
did not use the insurance trust approach 
and have definite co-operation from the 
trust company.” 





MEDICAL SECTION SETS DATES 
The Medical Section of the American 
Life . Convention will hold its annual 
meeting this year at Edgewater Gulf Ho- 
tel, Biloxi, Miss., April 29 to May 1, ac- 
tng bay an announcement of the chair- 
man, Dr. J. T. Montgomery, medical di- 
rector of the Southland Life. 





Penn Mutual Holds 
Supervisors’ School 


FEATURED PRACTICAL WORK 


Thirty-three New Agents Signed Up 
During Recruiting Period; Wrote 
$250,000 Business 








The Penn Mutual Life has just com- 
pleted its first school course for super- 
visors with very satisfactory results. The 
course was divided into three parts—re- 
cruiting, training, field supervision. Dur- 
ing the recruiting period thirty-three new 
agents were signed up. They were se- 
cured in part from circularization leads 
and in part from cold canvass about the 
city. The visiting supervisors were all 
strangers to Philadelphia and had no 
contacts there. 

The recruited prospects for agency 
contracts attended a class conducted by 
John A. Stevenson, manager of the home 
office agency, and Vincent B. Coffin, di- 
rector of education, and were given in- 
dividual coaching daily by their respec- 
tive supervisors. Approximately one- 
third of the recruited group dropped out 
during the training period, the remain- 
ing two-thirds apparently being good ma- 
terial for permanent and satisfactory ad- 
ditions to the home office agency. 

Hall and Engelsman There 


During the third week the visiting su- 
pervisors gave their help to regular 
members of the home office agency who 
were in need of field assistance and dur- 
ing the last four afternoons of the school 
they wrote $251,000 in conjunction with 
these agents. 

Vincent Coffin directed the morning 
meetings, and had frequent assistance 
from John A. Stevenson and E. Paul 
Huttinger. Other members of the home 
office personnel appeared before the 
group from time to time, as also did J. 
Elliott Hall and Ralph G. Engelsman, 
two of the company’s New York general 
agents. 

Regular examinations were held on the 
class work. The requisite for gradua- 
tion from the course was, to pass these 
examinations, recruit at least one new 
agent, and aid in the selling of at least 
one case by one of the regularly licensed 
Philadelphia agents. 

The geographical distribution of the 
group was unusual, including men from 
Seattle, Billings, Cheyenne, Oklahoma 
City, Atlanta, New Orleans, Richmond, as 
well as nearer points. 

The company plans to develop agency 
leaders through supervisors’ schools. 





COLONIAL LIFE SHOW GAINS 
Annual Statement Reveals Healthy In- 


crease in Assets, Income and In- 
surance in Force 

The 1928 statement: of the Colonial 
Life shows substantial gains in every 
department. Assets are given as $14,- 
144,546 while the total insurance in 
force was -$105,783,385. The gain in 
assets over 1927 was $1,386,297, and the 
gain in insurance in force was $5,705,470. 
During the past year the company paid 
to policyholders $1,590,115, which in- 
cluded death claims, disability and other 





benefits, and since the company’s organi- . 


zation in 1897 it has paid to policyholders 
a total of $15,371,852. 

The total income for the year amounted 
to $5,244.185, an increase of $323,028 over 
1927. The capital of the company is 
$900,000 and its surplus amounts to $912,- 
237, giving a surplus to policyholders of 
$1,812,237. The increase in surplus in 
1928 over 1927 amounted to $111,013. 


LINCOLN NATIONAL MEETING 

The Lincoln National Life will hold the 
first of a series of nation-wide meetings 
for honor agents of the company Febru- 
ary 6 to 8 at Cleveland. Vice-President 
W. T. Shepard will be in charge and 
he will be assisted by Manager of Agen- 
cies A. L. Dern, Medical Director Thorn- 
tion, and all the superintendents of 
agencies. 








Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 





Pennsylvania 


Agents entering the business find Provident “tools” 
exceedingly effective—New Disability Feature—Acci- 
dental Death Benefit—~New Retirememt Life Income 
Features—Special Class Policies—Low Premiums — 
Low Net Cost—Prompt and Friendly Home Office 
Service—National Advertising—Direct Mail— Educat- 
ional Course—Health Preservation Service — Sixty- 
three Years’ Accumulation of Policyholders’ Good Will. 


Write for Information 














! 





19299 AGENCY PLANS 


HE Continental Life Insurance Company, St. Louis, Mo., is now 

making its agency plans for the New Year and has openings in key 

cities of highly productive territory for high-class Life Insurance sales- 
men—men who can produce business. 


If open for a new contract you are invited to join our successful organ- 
ization, now entering upon the biggest drive in Continental history. 


Make your arrangements now for 1929, or start to work at once, as 
you please. 
Write today to the 


CONTINENTAL LIFE INSURANCE CO. 
Continental Life Building 
MISSOURI 

















ST. LOUIS m3 ws m me st 


6 of the new business paid 
52 .O 1 % $0: in The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1927 was upon 


applications of members previously insured 
in the Company. 








| Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 








The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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Economic Effects of 
Invested Life Funds 


FOSTERED COUNTRY’S GROWTH 





E. E. Rhodes Tells New Jersey Bond 
Club of Constructive Results of 
Insurance Investments 





What the financial and economic con- 
dition of this country would be without 
the institution of life insurance is an in- 
teresting speculation, said Vice-President 
E. E. Rhodes of the Mutual Benefit, 
before the members of the N. J. Bond 
Club in a recent address. The address 
is printed in full in “The Pelican” the 
Mutual Benefit paper. Mr. Rhodes 
pointed out that through the urge of 
life insurance funds have been ac- 
cumulated by which agriculture, trans- 
portation, commerce, business and hous- 
ing have been promoted and their re- 
quirements accommodated to a degree 
otherwise impossible. Without life in- 
surance funds. the country’s progress 
would have been retarded. Life insur- 
ance assets have supported and stimu- 
lated every form of essential enterprise 
in every corner of the land. They rep- 
resent a large fraction of the. national 
wealth and the imagination balks, said 
Mr. Rhodes, at the task of rebuilding the 
country’s present economic structure 
with this fraction eliminated. 

Citing some of the classes of life in- 
surance investments that have been of 
incalculable benefit to the country’s de- 
velopment, Mr. Rhodes pointed out that 
railroad securities held at the close of 
1927 amounted to over $2,500,000,000. 
Company assets are chiefly invested in 
real estate mortgages the amount stand- 
ing at the. end of 197 at $6,200,000,000. 
One of the important developments in 
recent years has been that of water 
power and the companies have invested 
in such public utilities over $1,000,000,000. 

Then there are the Federal Govern- 
tment bonds of which the companies hold 
$435,000,000 and the various state bonds 
of which there are $355,000,000. Mr. 
Rhodes said that policy loans have 
played an important part in the eco- 
nomic life of the country as in 
times of financial stringency life insur- 
ance companies have stood as an unfail- 
ing source of supply to their policyhold- 
ers to the full extent of the security af- 
forded by their policies. Actual in- 
Stances in which the businesses and 
homes of policyholders have been saved 
in such emergencies could be multiplied 
many fold. Such loans amount to $1,- 

Continuing Mr. Rhodes said: “It must 

€ remembered that, geographically, 
these investments are nation-wide. There 
ls no concentration in Wall Street. 
Where there is an uneven distribution 
the balance is largely in favor of the 
western states. Although the companies 
domiciled in New York, and in the ad- 
Joining states have a very large propor- 
tion of the aggregate funds of all com- 
panies, and although a large part of 
their funds arise from premiums paid 
In those states, it will be found that 
their investments therein are relatively 
small. Life insurance funds are not kept 
in the East. They have gone where 
local capital is not abundant. 

“Let me emphasize the fact that not- 
withstanding the part the life insurance 
Companies have played in providing 
funds to those in need of capital, they 

© not participate in the management of 
the enterprises which their funds have 
developed, nor do they receive any part 
of the profits therefrom. They are con- 
cerned only with the security of their 

Principal, and the receipt of interest. 

Ith this policy constantly before the 
Management of the insurance companies, 

fre is no danger that the vast assets 

of the companies will ever become a 
Menace to the American people, nor can 
It be supposed that any menace can 
arise by the withholding of funds from 
‘aterprises which are needful to the 


Agent’s Understanding 
With Client At Issue 

CASE TURNED ON AGREEMENT 

Client Might Have Avoided Payment of 


Note Because All Policies Were 
Not Delivered 








A case decided recently by the Ken- 
tucky Court of Appeals involves the gen- 
eral question of an understanding that a 
client may have with an agent aside from 
the policy contact in an insurance trans- 
action. The client agrce2d with the agent 
tha't he would pay the first premium on 
policies for $10,000 each on the lives of 
his six children and when the applica- 
tions were made gave his note for these 
premiums amounting to $1,042.60. When 
the note became due it was not paid and 
the agent sued his client. 


It so happened that one of the children 
was rejected as a risk by the insurance 
company and another of the policies was 
refused by one of the children, making 
four finally delivered. The court stated 
the situation as follows: The defendant 
agreed with the agent that he would pay 
first premiums on a policy for each of 
his children. Two policies were not de- 
livered, and this fact was brought to the 
defendant’s attention, but he did nothing 
until after the note became due. If he 
had acted promptly on learning the facts 
and caused his other children to return 
the four policies immediately, he would 
have been in position to resist success- 
fully the payment of the premiums. If 
the evidence showed that defendant elect- 
ed to stand on his contract with the 
agent although only partly performed and 
that he made that election seasonably 
after he learned all the facts, the court 
held that he was bound and the judgment 
of the lower court was proper. If he 
elected to repudiate the contract and act- 
ed seasonably in the matter, he was not 
bound. On the facts judgment was af- 
firmed for the agent. The case was 
Skaggs vs. Ferguson. 





AN AGENT WRITES AS HE TALKS 





Writer Says That Even When They 
Come in Contact with Ordinary 
Cases They Talk Dimes 
.“An agent writes what he talks,” says 
the Western & Southern “Field News.” 
“When he talks dimes he writes dimes 
and that’s all right when a dime fits the 
case, but some agents confine their ef- 
forts to dime cases. They don’t come in 
contact with Ordinary and if they do 

they talk dimes.” 

The writer tells of a new agent who 
recently started in the insurance busi- 
ness in Detroit. His assistant told him 
to go and see people and talk life insur- 
ance to them. The new agent, not being 
familiar with the business, walked into 
a business house within half a block of 
the district office. He walked straight up 
to the proprietor and told him he was 
selling life insurance. In a short time 
the agent had sold the man a $25,000 
policy. 

“He wrote the business,” says the 
“Field News,” “because he didn’t know 
he couldn’t write it. He knew nothing 
about the subtilities of the approach, he 
had never even read the book. Nobody 
had had time to hang any prehistoric 
hangovers on him. He just took things 
as he found them and started out un- 
hampered by tradition. In the same dis- 
trict, on the same day, an experienced 
old-timer wrote ‘one for a dime.’” 





prosperity of the country and which can 
offer sufficient security. The rapidly in- 
creasing growth of the funds makes it 
increasingly difficult to keep them satis- 
factorily invested. The problem of the 
future is such that every desirable avenue 
of investment must be sought and fol- 
lowed.” Le ReN Det 











THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
back of every door bell. 


‘ Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Independence Square Philadelphia, Penna. 
Interested in Replies from Pennsylvania and Delaware. 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


‘in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


105-107 Fifth Avenue New York City 














With the— 
—STEADINESS and STURDINESS 
of New England, coupled with age and 


conservation. Such is the 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
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ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over 
PNT GEN sbi sobs dee Seheeew et cccciciawenns'c $ 26,500,000 


THE IDEAL POLICY 


The low initial premiums of the stock company, combined with the divi- 
dends of the mutual. A privilege a Master Mason cannot find elsewhere. 
ACACIA agents place more insurance per capita than agents of any other 
company. 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 
If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
101 Indiana Avenue 

















AMERICAN 
CENTRAL 
_ LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
‘Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 
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STUDYING HOME OFFICE 
BUILDINGS 

organization, the Life Of- 
did a com- 


That young 
fice Management Association, 
mendable thing when it decided to make 
involved in con- 


not only 


a study of problems 
of new home offices, 
many home offices throughout 
the country have been built in the last 
few years, offering plenty of opportunity 
but others are under way or 
Naturally, some mistakes have 
Study of the subject will be 
of profit to the companies contemplating 


’ $truction 


because 


for survey 
planned. 
been made. 


building. 


The vast expansion of the insurance 


business in recent years, especially life 


insurance, has presented to some of the 


rapidly growing companies large and 
complex problems in housing the staff 
and equipment to take care of this ex- 
chief prob- 
lem were limited to providing for the 
But in- 


but stationary and in 


panding business. If the 
present it would be quite simple. 
surance is anything 
addition to normal growth there is the 
occasional introduction of new insurance 
department 


and activities for 


which provision must be made; for such 


features 


provision may mean more space. 

When the old New York Life home 
building at 46 Broadway was re- 
modeled and enlarged in 1879 it was 
thought ‘that it would provide a home 
for the and still 
leave for office rental. 
moved to its mag- 
nificent new building at Madison Square 
various departments of the company had 
to be from scattered loca- 
tions about the neighborhood where they 
were inadequately provided for in lofts 
and office buildings not to mention the 
disadvantages of the decentralization of 
the organization. When the plans for 
building were drawn a certain 
amount of space was reserved for com- 
pany use, a space believed to be ade- 
Yet before the company moved 
in, this original reservation was about 
doubled. 

The Metropolitan Life built what was 
considered a massive structure at Twen- 
ty-third street and Madison avenue in 
1893, it was merely the section on the 
corner plot and was built with no idea 
of adding to it. But the unforseen 
growth in a comparatively few years 
covered the entire square with the home 
office building and now the Metropoli- 
tan owns most of the block to the north. 
At_the dinner given by the New York 


office 


company for all time 


room for space 


When the company 


gathered in 


the new 


quate. 


Life on the occasion of the formal open- 
ing of the new building, Haley Fiske, one 
of the speakers, said only half jestingly 
that he expected the Metropolitan Life 
to expand until it adjoined the New York 
Life Building at Twenty-sixth street. 

As the problem of providing home of- 
fice space for a life insurance company is 
constant the Life Office Management As- 
sociation is rendering a real service in 
doing research on this important sub- 
ject. 





WHERE INSURANCE ALWAYS 
MAKES GOOD 


More than $1,000,000,000 of real estate 
changed hands in the year 1928. Charles 
F, Noyes, president of Charles F. Noyes, 
Inc., real estate concern, predict even 
gieater real estate business in 1929. He 
says that mortgages have been reduced 
t. conservative amounts and are general- 
ly held subject to 5 to 54% rates. Except 
in isolated locations rents are holding up. 
Somewhat of a cessation of office and 
apartment construction is in sight. 

From the standpoint of insurance pre- 
miums the more tall buildings erected 
the better. From he standpoint of traf- 
fic conditions part of the city, especially 
the Forty-second street sector, can 
hardly accommodate the cars in the 
streets now, and various city planning 
commissions are at work to try to find 
a way out not only that traffic may 
move but that pedestrians may move also. 


Some unbelievably tall buildings have 
been or are being erected in the Grand 
Central zone. They include the sixty-eight 
story Chrysler Building which will be the 
highest in New York and is on Lexing- 
ton avenue from Forty-second street to 
Forty-third street. This week the fifty- 
six story Chanin Building and Tower was 
opened at Lexington avenue and Forty- 
second street. On Madison avenue from 
Forty-first to Forty-second street will 
be erected the fifty-three story Lincoln 
Building. How the tenants of those 
structures will reach their offices and get 
home again is one of the city’s greatest 
problems. But none of them will have 
any trouble in satisfactory insurance. 





William J. Egan, head of the Egan 
Company, a general insurance and real 
estate agency with headquarters in the 
Industrial Building, Newark, has been 
admitted to the bar. Besides being an 
insurance man and now a lawyer, he 
finds time to be the city clerk in the 
county court house, Newark. 


— 
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Pie Human Side of Insurance 














L. L. HALL 





GEORGE BRINLEY 








Leslie L. Hall, newly elected secretary- 
treasurer of the National Bureau of 
Casualty & Surety Underwriters, has had 
a varied career in both company and bu- 
reau work. Before his original connec- 
tion with the National Bureau in 1914 
he had been a steam boiler inspector for 
the Travelers. He went into bureau work 
as an inspector but in a short time he 
was promoted to the managership of its 
Cleveland branch and later had charge 
of its St. Louis branch. During 1919 
and 1920 Mr. Hall was back again in 
the agency field with the Aetna Life’s 
Detroit agency. He returned to the Na- 
tional Bureau late in 1920 as superinten- 
dent of its inspection and engineering 
department in which position he not only 
had charge of the branch bureaus but 
took charge of the detail of the engineer- 
ing and safety work in the bureau. He 
was promoted for his good work to the 
post of assistant secretary which brought 
him into contact with the financial affairs 
of the Bureau and also with the Acquisi- 
tion Cost Conference in its early days. 
Since 1923 he has been secretary of the 
National Council on Compensation in 
charge of its rating department. 

eo oe 


Edward M. Flynn, of Williamsport, Pa., 
representing the Metropolitan Casualty, 
was formerly with the Pennsylvania 
Railroad. In 1927 he decided to go into 
business for himself as an agent of an 
insurance company and also fixed up a 
time schedule for himself. He starts 
work at eight o’clock every morning and 
finishes, to use his own expression, “when 
it is too late to see anyone.” All his 
calls are planned in advance. Even if 
Flynn does not make a sale he figures 
he is advertising himself and his business 
every time he has an interview. His 
premium income is more than $3,000 a 
month, 

, eee es 

Walter LeMar Talbot, president of the 
Fidelity Mutual Life, is a member of the 
public utilities committee of the Phila- 
delphia Chamber of Commerce, which is 
conducting a series of hearings in an at- 
tempt to prepare an extensive program 
for transit development in the city. 

eae See 

Rorick Cravens, son of James Cravens, 
of Cravens, Dargan & Co., Houston, 
Tex., is at Lake Placid, New York, on 
his honeymoon. 

» * 

Horatio Barber of Barber & Baldwin, 
aviation underwriters, returned from 
Europe on the Aquitania this week. 


George Brinley, special agent of the 
Hartford Fire, is the new president d 
the Underwriters’ Association of New 
York State. He is one of the most able 
of New York State field men. In add: 
tion to taking a continuously active in 
terest in fire organization affairs Mr. 
Brinley is a beloved member of the “Old 
Association,” which each summer holds 
its reunion at Upper Saranac Lake, N. Y. 

i 


James Stewart and H. McWilliams 
both of Winnipeg, Canada, have been 
elected directors of the British-America 
and Western Assurance companies 0 
Toronto. Mr. Stewart is a director of 
the Bank of Montreal, president of the 
James Stewart Grain Corp., and of other 
concerns, while Mr. McWilliams is 4 
director of the Royal Bank of Canada, 
president of the Winnipeg Elevator (Co, 
president of the Empire Elevator Co. ant 
an executive officer of several other 
elevator companies. 

a ae 


Carl Uhlig, who has been one of the 
managers of the Munich Reinsuranct 
Co., has retired after nearly thirty-eight 
years of service. Mr. Uhlig will be re 
membered by the older generation o 
London’s insurance fraternity as sub- 
manager of Munich’s foreign department 
with headquarters in London. 

a ae 


Claris Adams; secretary and generd 
counsel of the American Life Conventiot, 
will be one of the speakers at the agency 
convention of the Pan American Life t? 
be held in New Orleans on February ! 

a ee 


William H. Stoop, the newly appointed 
deputy manager of the suburban div 
sion of the New York Fire Insurantt 
Rating Organization, has been in insur 
ance since 1886. He started with the 
office of Charles Tredick & Co. in Vhile 
delphia and later became special agetl 
and adjuster. His next connection wé 
with the Security Fire of Baltimcre ® 
special agent, remaining with that com 
pany until 1906 when he became sea 
tary of the New Jersey Fire of Cam 
den. Mr. Stoop joined the Suburbat 
Fire Insurance Exchange in 1908 ani 
since then has been superintendent “ 
the stamping department. 

ee ee 


Herbert E. Crouch, general agent fo! 
the Northwestern Mutual Life at But 
falo, has been elected a director of tht 
Buffalo Better Business Bureau. 
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Map Clerk Hero 


Chief Officer Harry Manning of the 
S. S. “America,” who was in charge of 
the life-boat which made the heroic 
rescue of the thirty-two members of the 
S. S. “Florida” crew, was for a year and 
a half a map clerk in the Norwich Union 
Fire’s head office, 75 Maiden Lane, New 
York. Bh deg 


Corroon & Reynolds and the Liberty Bell 

The ownership interest of the Corroon 
& Reynolds outfit in the Liberty Bell of 
Philadelphia is about 35%. Corroon & 
Reynolds got the stock from a banking 
house. aw 


At the Grover Whalen Luncheon 


I noticed Harold Warner, U. S. man- 
ager, and H. T. Cartlidge, assistant U. S. 
manager of the Liverpool & London & 
Globe, at the luncheon in the Hotel As- 
tor to Grover Whalen. The luncheon 
was attended by 3,000 people. Both Gro- 
ver Whalen and Mayor Walker wore 
high stiff blue collars. 

i 


Plays With Bobby Jones 
Leonard E. Fackner, comptroller of 
the Metropolitan Life, has played more 
games of golf with the inimitable 
“Bobby” Jones of Atlanta than any other 
insurance man other than those living in 
Atlanta. They once made a tour to- 
gether of all the Florida courses. Walter 
Hill of the Retail Credit Co., Atlanta, is 
a frequent golf companion of Jones. 
 e- * 
An Engineer’s Club 
The Metropolitan Life has more or- 
ganizations within the organization than 
any other insurance company. Recently 
the Engineer’s Club of the mechanical 
department gave a dinner-dance. 
C854 
Flower Show Winner 


Percy Chubb of Chubb & Son, marine 
underwriters, is a regular winner of 
Prizes at the annual Flower Show in 
New York. His country place at Glen 
Cove is one of the Long Island show 


Places for its flowers and landscape 
effects. 
* * * 
America’s Most Brilliant 
Comnversationalist 


The wittiest man I have met in many 
years is Nicholas Murray Butler, presi- 
dent of Columbia University. I had an 
Opportunity of spending an hour and a 
half with him recently and saw Mr. But- 
ler hold entranced a large number of 
People during that time. The art of con- 
Versation will never die as long as there 
"re such practitioners of it about as 
Nicholas Murray Butler. This not only 
applies to private conversation but to 

utler as a toastmaster or chairman. 
His introduction of Darwin P. Kingsley 
“tan uptown club when the club gave 

tr. Kingsley a dinner on January 11 was 
One of his masterpieces. 

















R. R. Brown Talks An Ear Full 


One of the most interesting talks made 
at a testimonial dinner recently was that 
of Robert R. Brown, president of the 
American Surety, at the affair the casu- 
alty executives gave to James A. Beha 
upon the occasion of his retirement as 
superintendent of insurance of New 
York. Mr. Brown took advantage of the 
occasion to give a general discussion of 
conditions in the surety world. 

* 


A Temporary Mispronunciation 

At the same dinner the new Superin- 
tendent, Albert Conway made his first 
appearance in talking to a group of in- 
surance men at a dinner and in his re- 
marks he referred to “acquisitional cost.” 
Whether he calls it acquisitional cost or 
acquisition cost doesn’t mean a thing. It 
is how he is going to act on this subject 
that is interesting insurance men. 


Ask Garner; He Knows 


My idea of a good general counsel of 
an insurance company is M. O. Garner 
of the National Surety. I have never 
met a man in the legal end of the insur- 
ance or surety business who has a deeper 
comprehension and wider knowledge of 
so many sides of the corporation, finance, 
business and industrial world. 


A Lucky Girl 


I would not be surprised if Joan Low- 
ell, the twenty-three-year-old writer, 
movie girl and actress, who knows many 
of the insurance men, would win the 
Book-of-the-Month Club distribution for 
March. The name of her book is “The 
Cradle of the Deep.” 

Soe Sar 
Frankel Reception 

The Welfare Division of the Metro- 
politan Life has sent out invitations to a 
reception for Dr. Lee K. Frankel, the 
Metropolitan Life’s vice-president in 
charge of the division. It is in honor of 
his twentieth anniversary with the com- 
pany and the reception will be held in 
his office at the Metropolitan Life today 
from.4 o’clock to 5 o’clock. Dr. Frankel, 
who is a Ph.D., is the first non-medical 
to be elected president of the American 
Medical Association. 

<  -- s 
Critics of Innovation 

I have not been able to see with a 
large magnifying glass any merit in the 
criticism being made of the insurance 
papers because. they are not walloping 
the Travelers Insurance Co. for its un- 
popular move in going into the inst-l- 
ment plan system of paying for auto- 
mobile premiums. That unpopularity is 
unpopularity with other companies. Op- 
position to innovation in the business is 
always prevalent as conservative insur- 
ance naturally wants standardized prac- 
tices to prevail without change on the 
theory that changes are upsetting. _ 

I notice that the 100-year-old Franklin 
Fire Insurance Co. still has on its books 
some of the perpetual policies it issued 


in the early days. I suppose that long 
before the Mexican War period when 
the term policy idea began to spread in 
insurance some of the stockholders of 
the Franklin Fire at the time set up an 
awful howl because this revolutionary 
practice would bring about some com- 
plicated bookkeeping and accounting 
divisions in the home offices of the in- 
surance companies. 

I also do not understand Hermann 
Leonard’s articles in the “Journal of 
Commerce” on the subject. According 
to Hermann, there is a diminishing in- 
terest in the subject among other com- 
panies as far as making such innovation 
is concerned. My advice is to the con- 
trary. 

* * * 
Has $10,000,000 Surplus 

Over at the offices of the Aetna Life 
and Affiliated Companies everybody is 
happy over the showing of surplus gains 
made by those companies in 1928. Presi- 
dent Brainard was out to build up sur- 
plus and did so. 

I hear relative to the surplus of the 
Automobile Insurance Co. that in addi- 
tion to a surplus of $7,000,000, there is 
$1,000,000 set up to cover shrinkage in 
the market and a further $2,000,000 set 
up to cover contingent liability, made up 
as follows: $1,166,000 German war claims 
approved by the U. S. Treasury Depart- 
ment and now being paid; and $834,000 
set up for any other contingency. In 
other words the net surplus is about 
$10,000,000. This is a fine testimonial to 
President Brainard, Vice-President and 
Actuary E. E. Cammack and Vice-Presi- 
dent Alfred Stinson. The Automobile 
Insurance Co. has gone through a re- 
markable transformation in three years 
and is deserving of more than passing 
notice. . ; 

ie 
Fire Fighting His Hobby 

The hobby of Alfred A. Bell, engineer 
of the America Fire Group, is fighting 
fires. I learn that he is a former fire 
chief of the Morristown, N. J., fire de- 
partment. He is now advisory engineer 
of the department. 

* * * 
A Popular Blanket Bond Talk 

Kenneth H. Wood, assistant manager, 
New York office of the United States 
F. & G, has a talk on the production 
of blanket bonds which has been in big 
demand during the past few years. Every 
time the home office of his company has 
an agents’ conference Mr. Wood is 
usually on the program for the same talk. 
It always goes over. 

6 + 
A Successful Nom de Plume 

As far as I know, Charles L. Bussing, 
liability broker in New York City, is the 
only broker in the country who conducts 
accident -prevention work under a nom 
de plume. His is “Al B. Careful” and 
the name is worth thousands of dollars 
to him. 

ee See 
Hospital in Royal Building 

I haven’t seen anything published 
about the neat and compact little hos- 
pital in the Royal Building. This is run 
by the 150 William Street Corporation 
under the direction of William F. Piper, 
assistant secretary of the corporation. 
The hospital is for the employes of all 
tenants of the building, most of whom 
are large insurance company groups. 

There are five beds and a registered 
nurse, Miss Emma Maude Hewitt. It is 
open from 9 to 5 o’clock. Incidentally, 
I am informed by Miss Hewitt that 
there are a surprising number of people 
in New York who get things in their eyes 
which have to be removed. 

ac 


Going Strong at Age of 75 

I hope that the passing years will be 
as kind to me as they have been to Haley 
Fiske, who at the age of seventy-five 
seems to have all his old-time vigor. He 
is having his busiest week of the year 
this week in presidine at various func- 
tions of the Metropolitan for managers 
and assistants from all over the United 
States. é 


Making People Feel at Home 


It is the general opinion of the fire 
insurance business that the North British 
& Mercantile fleet is the most hospitable 
of insurance offices in receiving visitors. 
This is because United States Manager 
Cecil F. Shallcross believes that the 
direct point of contact of the public 
with an insurance organization should 
be a pleasant one. So in a large room 
outside of the main executive offices of 
the company is installed Mrs. Jefferson 
Pearce, a distinguished-looking and hand- 
some woman who makes all visitors feel 
at home. Incidentally, there are interest- 
ing magazines for visitors to read when 
they are kept waiting. 

Mrs. Pearce has built up a large 
friendship with agents through courtesies 
she has extended on behalf of the com- 
panies, such as getting railroad and 
theatre tickets for these visitors to the 
home office. Born and brought up in 
Atlanta, she went to the Washington 
Seminary there. She is the widow of 
Jefferson Pearce, who for twelve years 
was home office field man for the North 
British & Mercantile. Mr. Pearce was 
also for three years in charge of the 
southern division of the Great American. 


* * * 


Old John Street Church 

I paid a visit the other day to the Old 
John Street Methodist Church which 
stands in the insurance district next door 
to the New Amsterdam Casualty’s build- 
ing now nearly completed. It is not 
probable that any insurance company 
offices will ever stand on the site of the 
church, for the trustees wish to conduct 
it as a shrine for the Methodists. Old 
John Street was the first church of that 
denomination to be erected in this coun- 


ry. 

The Methodist Society was organized 
in 1766, and had for its first meeting 
place the old sail loft on Cat and Horse 
street, which has since become William 
street. On the site of the sail loft are 
the offices of Charles D. Hilles, New 
York manager of the Employers Lia- 
— and some other insurance peo- 
ple. 

Dr. Francis Upham, pastor of the 
church, told me how the society had 
built three churches on the same site. 
The first building was erected in 1768, 
and was set back from the street. In 
1818 the society, having more resources, 
built a better structire. By 1841 the 
city had grown more securely around it, 
and the present building, more befitting 
a city church, was erected. 

Much of the equipment of the origi- 
nal church has been kept in use so that 
the interior presents an older appearance 
than the exterior. In the lecture room is 
an old clock known as the “Wesley 
Clock,” which is said to have been sent 
over to the church by John Wesley. 

Dr. Upham advised me that some of 
the insurance men drop in to services, 
which are held every day of the year ex- 
cept national holidays. The first church 
executive to talk over the New York- 
London telephone was Dr. Upham. 
Following the official greetings at the 
opening he talked to the City Road 
Chapel in London. 

* * * 


Broadway Show Recommendations 


To my Missouri friends, Claris Adams, 
Hillsman Taylor, Cliff C. Jones, Norman 
R. Moray and George D. Markham, who ’” 
have asked me which are the best plays 
in my opinion in New York to guide 
them on New York visits to the bright 
lights, my recommendations follow: 

The most brilliant and witty dialogue, 
“Holiday”; the most enjoyable melo- 
drama, “The Perfect Alibi’; funniest 
show in New York, the Four Marx 
Brothers in “Animal Crackers”; best ex- 
ample of a one-man personality, Will 
Rogers in “Three Cheers”; best drama, 
“Street Scene”; best new musical piece, 
“Follow Through”; most exciting and 
blasphemous, “The Front Page”; most 
banal playwriting and to me the most 
irritating, “Mima”; most delightfully fan- 
tastic, “Serena Blandish.” 
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N. Y. Suburban Agents 
Heavily in Favor of 
Time Payment Plans 


BACK NEW FINANCE COMPANY 





Declare Credit and Collection Problems 
Are Theirs, Not Companies’; Resent 
Latter Interfering 





Doubts about the reactions of local 
insurance agents on Long Island and in 
the Hudson River Valley counties of New 
York state to the proposition of form- 


ing a finance company in this state to 
take care of the payment of insurance 
premiums on the instalment basis were 
set at rest last week when by virtually 
an unanimous vote about 200 local agents 
endorsed the finance company plan of the 
New York State Association of Local 
Agents. These local agents, at the re- 
gional meeting of the state association 
in the Hotel Astor on Thursday, de- 
clared in effect that so long as partial 
payments of insurance premiums is com- 
ing into the insurarice business they, the 
agents, should retain for themselves con- 
trol of production and collection of pre- 
miums and not permit the insurance com- 
panies to intrude upon that domain. 

President Albert Dodge, of the New 
York State Association, early in the 
meeting presented the plans for the for- 
mation of the premium finance company, 
called the State Association Service, Inc., 
as outlined last week in The Eastern 
Underwriter, to provide facilities for fi- 
nancing to those local agents who care 
to take advantage of them, and who pos- 
sibly can not obtain credit arrangements 
with their local banks. Only a few agents 
expressed opposition to the plan and their 
hostility was directed not against the 
idea, but against a state-wide finance 
concern. Opposition came chiefly from 
Alan C. Stevens, of Knox, Lent & Ste- 
vens, of White Plains, and Charles J. 
Schoen, of Mount Vernon, both of whom 
have their own instalment premiums ar- 
rangements, which have been in success- 
ful operation for some time. 

Discussion Runs Over Two Hours 


More than two hours were devoted to 
a thorough discussion of the whole prob- 
lem of instalment premiums, most of the 
time being given over to questions about 
the operation of the company now being 
formed by a special committee of the 
New York State Association. Walter 
H. Bennett, secretary-counsel of the Na- 
tional Association, in a fervent talk made 
to the agents, declared that instalment 
paying of premiums is coming into in- 
surance just as it has arrived in most 
lines of business. The companies have 
opened the road for this method of pay- 
ing for insurance and he implored the 
agents not to stand idly by while the 
agents and home or branch office em- 
ployes of these companies gobbled up 
their business. 

It is for the agents to get the jump 
on the others themselves, Mr. Bennett 
said, and so preserve their own business 
and also open roads for new business 
from those property owners and auto- 
mobile owners who have not insured 
heretofore because of the requirements 
of full cash payment at the inception of 
the insurance contract. 

Schoen was not in favor of the scheme, 
claiming it would not.increase an agent’s 
business and would involve the state as- 
sociation in needless work. He said the 
credit question was a problem for each 
individual agent and that it could best. be 
settled by arrangements with a local 
bank. 

Stevens, who is one of the best known 
agents in Westchester County, said. that 
he, too, went to his local banks for credit 





aid and service for the bank would ex- 
tend loans to those assureds whose rec- 
ords warranted such assistance. Anoth- 
er Westchester County agent feared the 
state association finance company would 
not be as strict in canceling upon over- 
due payments as it should be. 
Dodge Replies to Objectors 

President Dodge replied to the object- 
ors by saying the directors of the state 
association and the executive committee 
had themselves attacked the proposition 
from every angle, had found answers to 
all their questions and in the end had 
backed the move with full strength. He 
said the details of investments and oper- 
ation were being worked out by experts 
and that agents who were at all skepti- 
cal did not have to use these facilities. 
They were not being provided for com- 
pulsory use. He figured that all those 
who put money in the enterprise would 
receive a return of at least 6% per annum 
upon their investment. 

At one point in the discussion the ques- 
tion was raised as to whether instalment 
payments of premiums would not put all 
insurance on a partial payment basis in- 
stead of the present cash basis. Mr. 
Dodge emphasized that this would not 
be the result inasmuch as the formation 
of the finance company did not make it 
obligatory for agents to write all auto- 
mobile lines on the instalment basis but 
only in those cases where the insured 
could pay monthly or where competi- 
tion had to be met. 

This brought up the question of wheth- 
er agents would run into sales resistance 
because the policies were kept by the 
finance company instead of in the pos- 
session of the assured. Mr. Dodge felt 
that there would be some sales resistance 
but he said the extent of it would de- 
pend entirely upon the method of solici- 
tation. He reminded the agents that all 
policies for financed automobiles were re- 
tained by the finance companies and not 
by the assured. 

He added: “Please bear in mind that 
our plan is not for you to sell all your 
business on the partial payment basis. 
We give you the instrument; it is yours 
to use as you see fit. It is not expected 
that the finance company will get the 
cream of the business; in fact, we want 
you to hold your present lines and as 
much of new business as possible to the 
present cash basis. Furthermore, we do 
not expect to make a profit on the fi- 
nancing of automobile premiums.” 

Standard Accident Plans Outlined 


On two different occasions during the 
all day session the plans now effective 
by the Standard Accident were brought 
up for discussion. Mr. Bennett, in his 
luncheon talk, referred to them and later 
Mr. Dodge pointed out that this com- 
pany offered three alternatives, viz: 
writing short term policies and extend- 
ing such policies at their expiration with- 
out the 10% penalty charge as provided 


(Continued on Page 41) 
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PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 


His company’s record of prompt and 
fair adjustments is the agent’s most 
potent sales weapon. 








The P. F. & M. agent has at his com- 
mand the fullest co-operation of an 
organization which has over a period 
of years earned a name for the smooth 
speed with which equitable adjust- 





HOME PREMIUMS $47,258.451 





Over $2,000,000 Increase in Net Premiums 
hown Despite Influx of New 
pital in Business 

The Home Insurance Co. last year had 
a net premium income of $47,258,451, 
against $45,190,239 in 1927, an increase of 
$2,070,000. The net amount paid for 
losses last year was $24,589,289, compared 
with $24,330,799 during the previous 
twelve months. Commissions and all ex- 
penses, including taxes in 1928, were $18,- 
689,175, against $19,662,094, a decrease of 
almost $1,000,000 

The Home had an underwriting gain 
in 1928 of $3,428,668 which was in line 
with expectations due to the better loss 
ratio sustained last year in fire insurance 
and automobile insurance. 





BRANIFF GETS COUNTY FIRE 

The County Fire of Philadelphia, re- 
cently acquired by the Great American 
group, has named the T. E. Braniff Co. 
as general agents for Oklahoma and 
Kansas. This company has heretofore 
been doing a limited business in these 
states but under the new arrangement 
an aggressive development is anticipated. 








Head Office: 
J. A. KELSEY, President 


CAPITAL . eae 
PREMIUM RESERVE ... 
OTHER LIABILITIES .. 
NET SURPLUS a Howser 5 
TOTAL ASSETS . . 








STANDARD 


INSURANCE COMPANY 


OF NEW YORK 


80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secy. 


Statement December 31, 1927 


$1,000,000.00 
1,098,796.26 
196,660.00 
af sy 1,786,197.15 
. . . 4,081,653.41 


. . 














REPORTS ON SCAFFOLDING 





New York Board Issuing Special Re- 
ports on Hazards of Buildings in 
Course of Construction 

Inasmuch as wooden scaffolding used 
in the construction of buildings during 
erection has received a good deal of pub- 
lic attention lately, due in large measure 
to the Riverside Drive church fire, Wil- 
liam B. White, superintendent of the bu- 
reau of surveys of the New York Board 
of Fire Underwriters is issuing some spe- 
cial bulletins with regard to the use of 
wooden scaffolding in church and the- 
atre structures. 

One of these reports upon a church 
now being built uptown states that 
there is extensive scaffolding, the build- 
ing is heated by steam, but there were 
no temporary emergency extinguishers 
or fire equipment visible at the time of 
inspection. ‘The report concludes with 
the remark that “the scaffolding is about 
the normal amount used in a building 
of this type during the construction, but 
the lack of any first aid equipment is an 
important deficiency.” 

Another report has been sent out upon 
a theatre going up in Brooklyn, mention- 
ing the condition of the building to date 
and the existence of water barrels and 
pails for fire purposes. The conclusion is: 

“The scaffolding condition that exists 
in this theatre is not materially different 
than obtains in a risk of this kind in 
course of erection. The first aid fire 
equipment, however, in this particu'ar 
case, is good and is much more extensive 
than usually prevails in the -class while 
in course of erection. The failure to 
carry up the standpipes with the struc- 
ture is an important deficiency.” 





STOCK INCREASE 


The authorized capital stock. of the 
Firemen’s of Newark will be increased 


‘from $15,000,000 to $25,000,000, if: the 


stockholders approve, at a special mect- 
ing February 16. ee: 
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Franklin SFire’s rooth cAnniversary 


Gompany “Formed Jn Coffee House - Gavern; Benjamin GFranklin’s 
Interest In Fire Lrevention and Early Fire Companies; Lerpetual Policies 


Some time during the month of Feb- 
ruary there will be distributed to agents 
of the Franklin Fire a book giving the 
history of the company during the cen- 
tury it has been doing business. The 
title of the. book, beautifully illustrated 
from an historical standpoint, and linking 
Philadelphia: events of interest to insur- 
ance men with facts about the company’s 
development, is. “100 Years.” 

In the material covered are facts worth 
noting relative to the early development 
of fire fighting and fire insurance in 
Philadelphia, as well as an interesting ac- 
count of the organization of the Frank- 
lin, the capital of which company has re- 
cently been increased from $1,000,000 to 
$2,500,000. “Not the least striking thing 
in the volume is. the collection of etch- 
ings of the old buildings of Philadelphia, 
where so many important incidents in the 
life of the Republic have happened. 


Benjamin Franklin - 


Naturally, ‘Benjamin Franklin figures 
importantly in the book. He was one 
of the first men in America to take up 
the question of fire prevention. It was 
in relation to fire prevention that he 
coined his famous epigram, “An ounce 
of prevention is worth a pound of cure.” 
It was through his efforts and enthusi- 
asm that the first fire fighting company 
in Philadelphia was formed, the Union 
Fire Co., a purely voluntary organization 
and which acted as a model for others 
which followed. Each member at his 
own expense furnished six leather buck- 
ets and two strong linen bags. The bags 
were provided to hold property in danger 
from fire and to save it from thieves. 

Mr. Franklin also wrote the first book 
relative to insurance and fire protection. 
It was called “Ways and Means For the 
Inhabitants of Delaware to Become Rich.” 
Franklin was also the first to subscribe 
to the shares of and the first director 
in the first insurance company formed 
in Philadelphia. This was in April, 1752. 
This was known as the Philadelphia Con- 
tributionship. The second company, by 
the way, was called the Mutual Assur- 
ance Co., which specialized in the insur- 
ance of houses surrounded by trees. In 
those early days each insurance com- 
pany maintained its own fire company. 


How Franklin Fire Was Formed in 
A Tavern 


The Franklin Fire was formed seventy- 
seven years after the founding of the 
Philadelphia Contributionship. 

In 1829, due to the untiring efforts of 
Charles N. Bancker and a quorum of 
other leading Philadelphia citizens, a 
perpetual charter was obtained from the 
lecislature for the incorporation of The 
Franklin Fire Insurance Co. This was 
passed by Act of Assembly, approved and 
sisned by Governor Andrew Shulze on 


April 22, 1829. The charter, under state - 


Seal, bore the date of May 19, 1829. 

Then, in the Philadelphia newspapers 
of the day, public notice was given that 
the stock-books of the new company 
would be opened on the morning of May 
13, 1829, at the house of Daniel Rubi- 
cam. 20 South Sixth street. No better 
Place could have been chosen, for the 
house of Daniel Rubicam was likewise 
known as Rubicam’s Tavern, one of the 
leading inns of the city, situated near 
Independence Hall in the very heart of 
the business city. The citizens of Phila- 
delphia, in addition to subscribing to the 
stock of a company whose founders pre- 
Saged its success. knew that they might 
Simultaneously subscribe to the excellent 
ale, wines and liqueurs for which Rubi- 
tam was famous. Thus, we find that the 
entire stock of the Franklin had been 
fully subscribed the following day. 


During the company’s first business 
year, two presidents served and two men 
refused the position—for in October, 
1829, Richard Willing declined a re-elec- 
tion. The office was offered to William 
C. Chaloner, who also declined and Clem- 
ent C. Biddle was named the new presi- 
dent, serving from December, 1829, to 














were not in the position of enjoying the 
same conservation of time that type- 
writers, adding machines, dictaphones, 


telephones and automobiles bring to the 
executives of today. 

Despite those early tribulations, how- 
ever, the Franklin Fire progressed rap- 
idly, tempering its growth with the con- 








RUBICAM'S TAVERN 
WAS ONE OF THE 
LEADING INNS OF 
THE CITY, SITUATED 
NEAR INDEPENDENCE 
HALL, 


October, 1834. Charles N. Bancker, how-"7servative policies of an even then con- 


ever, who had been so instrumental in 
obtaining the perpetual charter from the 
State Legislature, stuck to his post as 
secretary from that first stockholders’ 
meeting in 1829 to February, 1837, when 
he was elected president of the company 
at the resignation of Henry C. Carey. 
The presidents of the company from 1829 
to 1929 are shown in chronological se- 
quence on a separate page in the book. 

The so obvious difficulties of filling the 
presidential chair during the formative 
years of the company might easily be 
attributed to the fact that no salary of 
any kind was paid to the officers, their 
sole remuneration being in the quantity 
of food and ale that could be consumed 
at the regular meetings held in Rubi- 
cam’s Tavern. A far more likely reason, 
however, was undoubtedly the fact that 
each man to whom the position was of- 
fered was quite naturally a leading citi- 
zen already following some other busi- 
ness pursuit that required his full atten- 
tion—for it must be remembered that the 
executives of early Philadelphia days 


servative community. And as evidence 
of its business acumen, we find the com- 
pany advertising for the first time, less 
than three months after its inception, in 
no less a medium than “The Saturday 
Evening Post.” 


Stephen Girard Is Interviewed 


The first office was at 16314 Chestnut 
street, the property of Stephen Girard, 
whose philanthropic service to the state 
is well known in his founding of Girard 
College; and in the first minutes of the 
company we find an entry saying that 
“the committee on a suitable location re- 
ported they had rented of Stephen Gi- 
rard, Esq., his house No. 163%4 Chestnut 
street at twelve hundred dollars for a 
half year, the rent to commence on the 
first of July.” On June 25, 1829, the 
company moved into these first offices, 
but in-October, 1844, due to the demands 
of an increasing business, 163 ‘Chestnut 
street, an adjoining property, was also 
rented. Under the new numberings or- 
dered by the city councils, these build- 


ings soon became 435 and 437 Chestnut 
street; and by 1870, through the increas- 
ing value of real estate, the rental had 
advanced from $2,400 a year to $6,000. 
On May 1, 1873, the directors purchased 
the property at 421 Walnut street, which 
now houses the company. 

Originally, and because it was the ac- 
cepted form of fire insurance of the 
day, the Franklin Fire had intended to 
confine its writings to the Perpetual Con- 
tracts that, in 1810, had displaced the 
earlier “seven-year” policies. 


Perpetual Contracts 


Perpetual Contracts, as their name so 
aptly defines, mean simply that the dur- 
ation of the policy is without limit ex- 
cept by cancellation. These contracts 
required the deposit of a certain per- 
centage of the face value of the policy, 
the deposit paying for the policy once 
and for all and the interest accruing on 
the deposits proving sufficient to pro- 
vide for the losses sustained. 

All Perpetual Contracts issued by The 
Franklin Fire Insurance Co. prior to 
January 1, 1848, were non-cancellable as 
far as the company was concerned, al- 
though the deposit could be demanded 
by the assured if the building was sold. 
One peculiar condition of the first poli- 
cies of this sort issued was a provision 
stating that the contract neither took 
effect nor was binding if the insured 
dwelling “was now or hereafter insured 
in any other office, unless same was al- 
lowed by the company and specified on 
the back of the policy.” 

The Perpetual Contract remained in 
force during the time when the insured 
building was vested in the original own- 
er or in any of his heirs, without as- 
signment of interest from the original 
owner. In the settlement of a claim un- 
der a Perpetual Contract or in cancel- 
ling any such policy, it is frequently ne- 
eessary, therefore, to have brought to 
the company by the attorney represent- 
ing the assured, all papers—in some cases 
for three or four estates, including copies 
of the will—so that the assured can prop- 
erly substantiate his claim for settlement 
or cancellation. 

On the other hand, if a building in- 
sured under a Perpetual Contract is sold 
and the assured does not return his con- 
tract within sixty days from the date 
of the title transfer, the contract becomes 
automatically void and the deposit, in 
accordance with the conditions of the 
policy, is considered “sunk for the bene- 
fit of the company,” a phraseology still 
being used even in the new Pennsyl- 
vania standard form of Perpetual Con- 
tract. 

The early Perpetual Contracts covered 
any occupancy except certain excluded 
classes such as apothecary, Queen’s ware, 
flax and hemp, liquors, ship chandler, 
oils and paints, Windsor chair makers, 
brewers and malters, soap and tallow 
chandlers, coach and carriage builders , 
and dealers in varnish. Also a very im- 
portant warranty to the companies, con- 
tained in those early day Perpetual Con- 
tracts, was that damage to wall paper 
would not be covered at a rate in excess 
of fifty cents per piece of paper, and did 
not in any case include border paper. 

Many times in the history of the 
Franklin Fire losses have been paid un- 
der Perpetual Contracts where the rate 
charged was less than the prevailing an- 
nual estimate. Recently, for instance, a 
total loss was paid under a Perpetual 
Policy issued on the non-cancellable 
series, the building at the time of the 
fire being occupied by a paste company, 
manufacturing bill-poster sign paste. The 
term policies paid 60% of the amount of 
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insurance carried by them, due to co-in- 
surance requirements, and the Franklin 
policy made up the difference. 

Some Perpetual Policies Still In Force 

The Franklin Fire, despite its original 
intention to confine its business to the 
writings of Perpetual Contracts, soon 
found competition and the ever-chang- 
ing panorama of insurance growth com- 
pelling it. to issue temporary policies. 
Perpetual insurance was actively solicit- 
ed, however, until a great many years 
later, when brokers and agents, under 
the stimulus of increased compensation, 
endeavored to sell only term policies, 
where the commission would be made 
periodically and not by the small amount 
of 10% made once in the lifetime of the 
policy. The income to the company car- 
rying perpetual liability for loss pay- 
ments is the interest gained from the 
custody of the money. 

Thus, Perpetual Contracts provided the 
largest percentage of its income to the 
Franklin Fire for a great many years. 

Losses reported under the thousands 
of old Perpetual Policies still in force in 
the Franklin Fire are paid today in ac- 
cordance with the survey which is on file 
for every early contract, for it is only 
in recent years that “forms” appear on 
any of the policies. So many of these 
records are on hand that a _ separate 
basement vault is required for the stor- 
age of surveys exclusively. 

The first applications for insurance 
were placed before the directors’ meet- 
ing of July 17, 1829, and the first insur- 
ance policy, a Perpetual Contract, issued 
by The Franklin Fire Insurance Co. bore 
the date of July 20, 1829, and had as 
the assured, one Alexander Henry. This 
policy covered, in the amount of $2,000 
at the rate of 3%, the three-story brick 
building at 65 North Second street, “oc- 
cupied as a picture-frame manufactory.” 
This policy was transferred in Decem- 
ber, 1845, to Susan M. Jackson and again, 
in October, 1856, to Oliver Evans. 

As evidence of the necessary conserva- 
tism that the company was forced to 
adopt, and the careful investigation that 
each application was accorded, the sur- 
vey for this particular risk, Policy No. 
1, filled two sheets of foolscap, starting 
with the memorandum that the building 
was sixteen feet front by twenty-eight 
feet, six inches deep; that it was three 
stories high; that the back building was 
eleven feet, four inches deep; that the 
front door was of double wood with sash 
bulk jam and held a circular window of 
twenty-four lights—and thus, throughout 
the entire premises, stating the precise 
thickness and measurement of every sin- 
gle piece of exposed wood. ; 

The cost of this particular survey, in 
addition to the amount of deposit, was 
$3: and the policy remained in force for 
sixty years, or until 1889, when the as- 
sured received the entire sixty dollars 
which constituted the original deposit. As 
no brokerage was known in those days, 
all contracts were submitted direct to the 
office of the company. 

Perpetual Policy No. 1, however, was 
not long to remain the company’s sole 
evidence of business income, for very 
soon thereafter we find the Franklin Fire 
“writing” many buildings whose histori- 
cal significance was far more than lo- 
cal. Many of these early policies re- 
mained in force for sixty years for the 
account of the mavor, aldermen and citi- 
zens of Philadelphia. 

Covered Independence Hall For 69 Years 

It is interesting to record that one of 
the earliest “Franklin” policies covered 
Independence Hall, known to every 
schoolboy as “the cradle of American 
liberty.” It was here, of course, where 
the Declaration of Independence was 
drawn up and signed on July 4, 1776; 
where the Constitution was written and 
adopted on September 17, 1787; where 
the Colonial Assembly convened from 
1736 to 1775; where the second Conti- 
nental Congress met; and where George 
Washington accepted the post of Com- 
mander-in-Chief of the American Army 
on June 16, 1775. The survey which 
covered this policy records that it also 
covered the steeple and the clock within 
it—and it was in this same steeple that 


the Liberty Bell hung when, to the fren- 
zied joy of all Americans, its deep notes 
sang the birth of American Independence 
in 1776. 

The Independence Hall policy remain- 
ed in force for more than sixty years, 
finally being cancelled when the Council 
of Philadelphia decided to create an in- 
surance fund for the protection of the 
historic buildings which faced what be- 
came known as “State-House Row.” But 
this early policy, and others of equal 
historic fascination, remain to this day 
in the possession of The Franklin Fire 
Insurance Co. 


Congress Hall 


Congress Hall, which adjoins Inde- 
pendence Hall, and which will be remem- 
bered as the meeting place of the first 
Senate and of the first House of Rep- 
resentatives, as well as the place where, 
on March 4, 1793, George Washington 
was inaugurated the first president of 
the United States and where later he 
delivered his farewell address, was also 
covered for many years by a Perpetual 
Contract issued by this company. 

But these were not the only risks along 
“State-House Row” that the Franklin 
Fire covered. Carpenters’ Hall was soon 
to be added to the growing list of 
“Franklin” assureds. This was the build- 
ing where, as an inscription on the wall 
so proudly testifies, “Henry, Hancock, 
and Adams inspired the Delegates of the 
Colonies with Nerve and Sinew for the 
Toils of War.” -Carpenters’ Hall will 
also be remembered as the building in 
which Parson Duche, on the morning 
after the news of the bombardment of 
Boston had presaged the inevitability of 
war, delivered the famous “first prayer 
in Congress” to the first Continental 
Congress. History records that “the old 
man’s prayer brought tears to the eyes 
of even the grave and passionless Quak- 
ers who were present, and the voices 
which had opposed the proposition to 
open the sessions of Congress with pray- 


er were never raised for that purpose | 


again.” 

The company also covered Old Swede’s 
Church, one of the oldest relics of Phila- 
delphia that stands today. It was built 
in 1700 to take the place of a log struc- 
ture which had been built in 1677 and 
which, at that time, served equally well 
as a place of worship or a place of bat- 
tle, depending on the rather uncertain 
humor of prowling Indians. Christ 
Church is another building appearing on 
the Franklin books. This stands on 
Second street, north of Market street, 
on the site of the first church erected 
by the followers of William Penn. Be- 
gun in 1727 and completed by the rais- 
ing of a steeple in 1753, Christ Church 
is one of the most impressive monuments 
to those pre-revolutionary days. George 
Washington worshipped here, and many 
were the glorious occasions when the 
great patriot drew up before its doors 
in his “gorgeous chariot drawn by four 
elegant long-taiied bays” and stepped in- 
side through a waiting crowd of his ad- 
miring countrymen. 

First Agency 

In 1831, two years after its inception, 
the first Franklin agency was inaugurat- 
ed and the company thus became a pi- 
oneer in a system of insurance “distri- 
bution” that has since grown to tremen- 
dous proportions and has networked the 
entire country. This first agency was 
planted in Lexington, Kentucky, and 
John Tilford, a merchant of the town, 
was formally appointed its first master. 

The Kentucky agency soon disclosed 
to the Franklin executives that the idea 
of representation beyond the limited 
boundaries of their own city was a busi- 
ness producer of no small importance. 
Thus, we are not surprised to find the 
prophetic and _ progressive president, 
Charles N. Bancker, perfecting immediate 
plans for an expansion of the idea, with 
the result that only a short time had 
passed before The Franklin Fire Insur- 
ance Co. enjoyed agency representation 
in Trenton, N. J., York, Pa., Newark, 
N. J., Richmond, Va., Nashville, Tenn., 
Baltimore, Md., Pittsburgh, Pa., and in 


(Continued on Page 37) 






































Not a Peddler... An 


Insurance Advisor 


F the two types of agents, policy peddlers and 
insurance advisors, those belonging to the lat 


ter class are always welcomed by clients and prospects 


They believe in studying the individual problems of 
each customer and mastering the exact details of every 


coverage. r 7 ’ t r rt r 


Wherever there is a need for protection they 
point it out and show just how some form of insurance 


ean be applied. ’ 1 ’ 1 ’ 1 1 


They present the facts and let the policies sell 
themselves. + 1 ’ 1 ’ r r ’ 


The success of these insurance “advisors” is due in 
great part to their willingness to seek in turn the ad- 
vice and cooperation of the company. This organiza- 
tion takes pride in its affiliation with such a body of 


men and. its ability to work with them at all times. 


MYLVERPOOL, 


=—\ 
wo LONDON 


GLOBE 


Tnsuramce Co up 
Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St. New York, N. Y. 


Pacific Coast Dept., San Francisco, Calif. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-Presiden WELLS T. BASSETT, Vice-President 


JANUARY 1ST, 1928, STATEMENTS 








ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000, 136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.60 $2,070,371.44 $3,070,371.44 





ORGANIZED 1854 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1876 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE Co. 
OF CONCORD, 


$760,298.04 $375.00 $300, 000. 0 $459,923.04 $759,923.04 





TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 


$27,594,166.15 EASTER rere $25,684,495.78 





10 Park Place 
New New Jerse 
WESTERN DEPARTMENT —_ ' PACIFIC DEPARTMENT 
p es CANADIAN DEPARTMENT 60 Sansome Street 
Chicago, Illinois 461-467 Bay Street San F . . 
H. A. CLARK, M Toronto, Canad an Francisco, California 
JAMES SMITH JOHN R. COONEY Managers Managers 
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Agents Cite Activities 
Of Seven Local Boards 


ALL FIND STRENGTH IN UNION 





Suburban New York Agents Say Com- 
petition is Fairer and Problems 
Easier Where Boards Exist 





Ample evidence of the value of local 
boards to fire and casualty insurance 
agents was provided in the reports of 
county association leaders given orally 
at the meeting at the Hotel Astor last 
Thursday of the agents of Dutchess, 
Nassav, Queens, Rockland, Suffolk and 
Westchester Counties. All these local 
boards are associated with the New York 
State Association of Local Agents, Inc. 
Frank L. Gardner of Poughkeepsie, for- 
mer president of the National Associa- 
tion of Insurance Agents and of the 
New York State Association, presided 
at this one day convention. 

E. I. Hatfield, Poughkeepsie, president 
of the Dutchess County board, said that 
about 90% of the agents in his county 
were members of the local board. | 

“The Dutchess County Association 
meets on the third Thursday of every 
month except during the months of July 
and August,” said Mr. Hatfield. “During 
one of these months generally a clam- 
bake is held by the members. We con- 
fine our meetings to exactly two hours 
and adjourn promptly, which we find en- 
courages more agents to attend meetings 
as they can properly arrange their busi- 
ness affairs. During every other month 
we endeavor to secure a prominent 
speaker to talk on insurance problems 
and we also invite special agents when 
visiting in our city to attend our meet- 
ings when their companies are represent- 
ed by local agents. 

“We have been successful in having 
a definite understanding on brokerage 
and have our territory recognized by 
the Eastern Underwriters’ Association. 
At every meeting we give our members 
an opportunty to discuss problems which 
may arise and we find throughout our 
membership that there is a more friend- 
ly feeling and a better understanding be- 
tween agents than ever before, and have 
put our agents on a fair and equal basis. 
We have taken an active interest during 
Fire Prevention Week and -placed post- 
ers and window displays in a number 
of our stores. We have entered into 
a yearly contract with our local papers, 
for an advertising campaign, using par- 
ticularly the copy of the National As- 
sociation and which advertising is ap- 
proved by the agents whose names ap- 
pear with the ad.” 

Reports of Other Leaders 

George A. Kuhirt, of Freeport, L. I, 
president of the Nassau County Board, 
said his association numbered about 75 
agents of the 190 in the county. That 
board was seekng to avoid dual company 
representation and to cut the brokerage 
commissions from 15 to 10%. 

James A. Kilby of Nyack, president of 
the Rockland County association, de- 
clared he was firmly convinced that 
agents must have organization and 
united efforts through the medium of lo- 
cal boards to combat the problem each 
agent faces today. President A. C. Wal- 
lace of the Orange County board, was 
sick and Carlisle Goodrich of Newburgh 
reported for him briefly. The Suffolk 
County Board is fighting the mutuals 
and co-operatives which have threatened 
to. put some of the local agents out of 
business and today, through local board 
strength, the situation is almost entirely 
reversed. , 

E. Paul Schaefer of Mount Kisco, 
president of the Westchester County 
Board, said that association had fifty- 
eight paid members, all of them also 
members of the New York State and 
the National: Association. Business of 


the agents in Westchester county is run- 
ning much smoother since the board was 
organized somewhat over a.year ago. 
Charles J. Schoen of Mount Vernon told 
of the efforts of certain financial insti-_ 





tutions as mortgagees trying to control 
the placing of insurance. He said some 
of these concerns had relented a bit and 
were allowing the assured to say where 
the insurance should be placed provided 
he wrote a letter to that effect to the 
lending concern. This gave the local 
agent a chance to protect his business. 
On the other hand, one large financial 
concern has the policy of trying to get 
lenders to authorize it by written con- 
sent to place the insurance coverage. 
This gives the mortgagee the say in’ the 
control of insurance and is not fair to the 
local agents, Mr. Schoen said. 





BRUNS ON AVERAGE MAN 





Excelsior President Says It Is Ordimary 
Individual Who Makes a Town, and 
Not the Leader 


Fredrick V. Bruns, president of the 
Excelsior of Syracuse, +... 286-2 
prominent local agent of Syracuse, spoke 
on “The Average Man” before a recent 
meeting of the Herkimer Exchange Club 
at Herkimer, N. Y. 

“It’s the average man who makes the 
town what it is,” he said, “not the leaders 
and the men whose names appear daily 
in the newspaper, but those who as plain 
citizens support with their time and 
hearts the worthy projects which pro- 
mote the welfare of a community.” 

The need for a tribute to the “average 
man,” the speaker asserted, was inspired 
by the volumes of biography and recog- 
nition given to the wealthy men whose 
money often has won them public fame. 

“What about the man in the firing 
line?” he asked. “The millionaire may 
give his wealth to philanthropy, but it 
is the fellow in the ranks who devotes 
his energy and loyalty to making the 
place he lives a better town in which to 
live without thought of acclaim that is 
the real backbone of every social, politi- 
cal or economical achievement.” 





NEWARK AGENCY INCORPORATES 

Dunn, Fowler & Co., general insur- 
ance agency of Newark, has been incor- 
porated with a capital of 1,000 shares, no 
par value. The incorporators include 
Albert N. Fowler of East Orange; 
Edmond V. Lawler of South Orange, 
and S. C. Twardus of Irvington. 














agents. 


TS 
W. L. COX WITH BRANIFF 


Walter L. Cox, of Iola, Kansas, has 
been appointed state agent, for Kansas, 
of the T. E. Braniff Co., insurance man- 
agers, of Oklahoma City, who supervises 
in that state the business of the Em- 
ployers Liability, American Employers, 
New Brunswick Fire, the Halifax Fire 
and the County Fire of Philadelphia. 
The T. E. Braniff Co. has heretofore 
been handling the Kansas territory 
through field men operating out of their 
Oklahoma City office. The appointment 
of Mr. Cox as state agent was made pur- 
suant to their plan to more intensively 
develop their interests in that state. 


HARMONIA FIRE EARNINGS 
The Harmonia Fire of Buffalo has re- 
ported earnings of $255,987 for 1928, 
equivalent to $5.12 a share on the 50,000 
cutstanding shares of $10 par. Earnings 
of 1927 were at the rate of $3.74 a share. 








NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the ; 
interests of policyholders and 


Agents Wanted Where Not 
Represented 
















AMERICAN OF NEWARK GAINS | 

The American of Newark last year in- 
creased its assets $4,465,254 to a total of 
$32,637,447. Of this increase the stock- 
holders paid in $1,000,000 capital and 
$2,000,000 surplus, leaving a gain of 
$1,465,254 from the operations of the com- 
pany. The net surplus of the American 
at the close of 1928 was $9,087,251 and 
with the addition of the $5,000,000 capi- 
tal the surplus to policyholders is $14,- 
087,251. The American will be eighty- 
three years old in February and today 
is in a strong financial position. 





W. E. PATTISON DEAD 


William E. Pattison, 60 years old, spe- 
cial agent of the Aetna at Syracuse, N. 
Y., was stricken with heart disease an 
hour after he had returned from the 
funeral of his brother in Philadelphia, 
passing away before medical aid could 
reach him. 
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of Bondo, England 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 
And it practices what it believes in. 


FRED S. JAMES & CO. 


United States Managers 
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For a change here is a chance to 
prescribe for the doctor. In your 
town there are many physicians, 
surgeons and dentists who make up 


a select list of prospects for the 





Physicians and Surgeons instrument 


floater. 


t wee i ore Ee 


No better insurance protection can 


mee 


be found because this policy was 


specially prepared to cover the surgi- 


' 


La 7 “ane 


cal and scientific apparatus used by 


the medical and dental professions. 


Here is a chance to put. that New 
Year’s Resolution to increase your 
premium income during 1929, into 


operation. 


Detailed information and forms can 
be secured by writing to the Inland 


Marine Department. 


Che CONTINENTAL 


INSURANCE COMPANY 


PAUL L MAL 


CASH CAPITAL: FIFTEEN MILLION DOLLARS 


. NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO “ 


“The Continental Commands Confidence” 
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Propose Aircraft 
Registry In Britain 


AS AN AID TO INSURANCE 





Companies Could Pool Survey Activities ; 
High Rates Due To Limited 
Market 





The high rates for aircraft insurance 
in Britain are due in part to the small 
market, said Lieut.-Col. I. A. E. Ed- 
wards, technical advisor to the directorate 
of civil aviation in Great Britain, speak- 
ing recently before the Insurance Insti- 
tute of London. That the high rates 
were not due to any danger inherent in 
air transport was definitely proved, the 
speaker claimed, by the fact that rates 
for the transport of goods were consider- 
ably lower than by any other means of 
transport. The most difficult problem 
of all, which faced both underwriters and 
the Air: Ministry, was the survey of air- 
craft. Colonel Edwards, describing the 
present procedure, said that the designs 
for a new type were submitted to the 
Air Ministry for stressing, the material 
from which the machine was made was 
inspected, and the progress of the con- 
struction was watched by Air Ministry 
inspectors, as well as the testing of the 
finished machine in the air. In the case 
of commercial aircraft, the daily mainte- 
nance was also under official inspection. 
Each year the certificate of airworthi- 
ness had to be renewed, but this pro- 
cedure did not quite fulfil the underwrit- 
er’s requirements. .So long as the ma- 
chine was owned by a firm of repute 
and was operated in England, there was 
little difficulty, but in other circumstances 
how was the underwriter to satisfy him- 
self that the machine was still sound? 
Was he to go and inspect it himself, or 
rely upon reports? The main difficulty 
arose in regard to oversea organizations, 
and where such an organization was big 
enough to warrant the Air Ministry post- 
ing an inspector of the Aeronautical In- 
spection Department it could be assumed 
that a proper standard of maintenance 
was assured. 

Lloyd’s May Become Active 

The underwriter was faced with an 
even greater difficulty in the case of 
the private owner, who was under no 
obligation to employ a licensed ground 
engineer, and when it came to the an- 
nual renewal obviously the Government 
would not sanction the expenditure in- 
volved in sending aircraft inspectors all 
over the globe wherever two or three 
aircraft might be in use. Even if they 
did so, such inspectors would frequently 
have to be brought home to bring them 
up to date with current practice. 

Since the underwriter was the man who 
stood to lose money, he was in the end 
the man who had to assure himself defi- 
nitely of the condition of the aircraft 
he was insuring, and everything pointed 
to the desirability, or even the necessity, 
of the underwriters appointing their own 
surveyors, whose reports would be ac- 
cepted by the Air Ministry for the an- 
nual renewal of the certificate of air- 
worthiness. This could only be done by 
co-operation between groups of under- 
writers; but so far no satisfactory solu- 
tion had been found. A start had been 
made by the British Register of Ship- 
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ping, which had taken powers to include 
aircraft in its operations. A register of 
aircraft had been prepared, and he un- 
derstood a start had been made in the 
surveying of aircraft. He believed that 
Lloyd’s also had under consideration the 
formation of a somewhat similar organi- 
zation. The difficulty at the moment, 
both from the point of view of the Air 
Ministry and the underwriter, was one 
of expense, as the volume of business 
was insufficient to enable the adminis- 
tration and surveying costs to be incur- 
red without a crippling charge upon the 
insured, and only public demand for air 
transport on a much larger scale could 
alter the present situation. 





YOUNGSTOWN AGENTS’ ADS 


Quick to realize the many advantages 
of tying up with the display advertising 
of the public relations committee of the 
National Board of Fire Underwriters, the 
1929 Advertising Committee of the 
Youngstown, Ohio, Association of Insur- 
ance Agents, has perfected the plans for 
a co-operative campaign. The agents 
will use the local Youngstown papers. 
The Advertising Committee is headed by 
Charles Rudebaugh. The new advertis- 
ing committee appointed by the presi- 
dent requested layouts and copy. The 
copy not only adds local interest but 
draws the names of the agents to the 
front. The names and telephone num- 
bers of each agent will be included. 


NEW FIRE MANUAL READY 





Will Be Out About February 1, Torberg 

Tells Agents; Defends Application 

of Uniform Schedules 

Harry C. Torberg of the Suburban Di- 
vision of the New York Fire Insurance 
Rating Organization appeared before 
the regional meeting last week in New 
York of the New York State Association 
of Local Agents in the place of Man- 
ager William J. Ward, who was ill. Mr. 
Torberg said the new fire manual would 
be out about February 1, and that it was 
simplified, clear and broad in compari- 
son with some which have been issued 
in the past. It will contain divisions to 
aid agents in completing new forms and 


permits. 
Mr. Torberg defended the uniform 
schedules used in rating New York 


state as being far more easily to apply 
than some schedules used in other states. 
New York state has been completely re- 
rated in the last few years and today 
the risks are thought to be rated more 
nearly in accordance with their hazards 
than for a long while. 





CAMDEN HAD FINE YEAR 
The Camden Fire at the close of 1928 
had assets of $13,502,577, an increase of 
$1,274,139. The net surplus increased last 
year from $3,548,708 to $4,811,238. The 
paid up capital remains at $2,000,000. 


Agents to Fight for 
Qualification Law 


MACPEAK SPEAKS FAVORABLY 





Deputy Superintendent of N. Y. Dep’t 
Sees Chance of Its Passage; W. H. 
McPherson’s Address 





Insurance Superintendent Albert Con- 
way of New York, who was scheduled 
to make his first contact with the agents 
of the state, in a talk before the regional 
meeting last week at the Hotel Astor of 
the New York State Association of Lo- 
‘cal Agents, was unable to attend on ac- 
count of illness. His place was taken 
by S. D. Macpeak, deputy superintend- 
.ent of insurance, who cheered the agents 
considerably by his favorable attitude to- 
ward an agency qualification law. 

Mr. Macpeak said that since the pas- 
sage of the law last year to compel brok- 
ers to take examinations for licenses 
about 50% of the applicants had fallen 
by the wayside through failure to pass 
the tests given. Many of these unfit ap- 
plicants are in insurance, however, by 
getting themselves appointed agents of 
insurance companies. While Mr. Mac- 
peak said he saw arguments on both 
sides of the question of an agency quali- 
fication law, the agents surely deserve 
some degree of protection from unquali- 
fied competitors and have a right to de- 
mand it. He expressed the opinion that 
if the agents present their arguments to 
Superintendent Conway in convincing 
form the latter will back an agency 
qualification bill in the legislature with 
the support of the New York Insurance 
Department. 

Ward H. McPherson of Buffalo, past 
president of the New York State Asso- 
ciation of Local Agents, and an. astute 
insurance man, talked on agency quali- 
fications at the morning session of the 
agents’ meeting. He said he viewed the 
operation of the’ new brokers’ law when 
only three of fourteen applicants got 
= licenses at one examination in Buf- 
alo. 

Mr. McPherson said former Superin- 
tendent Beha was fairly well convinced 
that local agents should be qualified by 
law, but the insurance companies were 
opposed to such a measure on the ground 
that each agent was responsible to his 
company and that the latter took care 
to investigate the qualifications of their 
appointees. The agents, however, say 
that in their rush for premiums the com- 
panies make little choice of whom they 
appoint, so long as the new agent has 
control over a certain amount of busi- 
ness. The New York agents’ association 
plans to get into contact with Superin- 
tendent Conway in the near future and 
press the question of an agents’ qualifi- 
cation bill. Mr. McPherson said that the 
outline of a satisfactory bill had been 
drafted. 

Bernard E. Frank, chairman of the 
executive committee of the General 
Brokers’ Association of the Metropolitan 
District, in a brief talk, said that his 
association would back to the limit the 
agents in their qualification law fight. He 
expressed his thanks to the agents for 
the hearty support they had given last 
year in the efforts to pass the brokers’ 
qualification law. 





EMPIRE ENTERS TEXAS 
The Empire of New York has beer 
licensed to do business in Texas, and 
will be represented in that state by J 
Greenfield & Co. as general agents. 
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N. Y. Board Report On 
Large 5th Avenue Fire 


SPRINKLERS AGAIN 


PRAISED 


Over $550,000 Damage; Fireproof Build- 
ings Endangered By Adjoining Non- 
Fireproof Structures 





Some of the value of so-called fire- 
proof buildings is nullified in the event 
that they are adjoining non-fireproof 
buildings containing a large amount of 


combustible material, according to the 
joint report of the bureau of surveys 
of the New York Board of Fire Under- 
writers and the automatic sprinkler de- 
partment of the New York Fire Insur- 
ance Exchange upon the recent dis- 
astrous fire at 139 Fifth avenue, New 
York. Estimates place this loss at about 
$552,660, more than half the damage oc- 
curring to or in buildings other than 
No. 139. : 

The exposure hazard is rendered still 
more dangerous if, as happened in this 
instance, the report states, the adjoin- 
ing fireproof buildings are taller than the 
non-fireproof structure, thereby creating 
the effect of a chimney. 

“The chimney-like arrangement of the 
light courts on the north and the taller 
buildings surrounding the lower build- 
ing, tended to cause the fire to burn in- 
tensely and assist in its spread. The 
heat of the fire was sufficient to cause 
a large number of sprinkler heads to 
operate on eight different floors of one 
exposed building, almost simultaneously, 
and indicates that if it had not been for 
the existence of the sprinklers all eight 
of these floors would have been ablaze 
at the same time. 

Sprinklers Check Spread 

“The operation of a sprinkler head on 
the sixth floor of another exposed build- 
ing shows that there was enough radi- 
ated heat to ignite the contents of that 
floor also. There would then have been 
serious fires in each of a group of three 
buildings at the same time, which might 
soon have been beyond control. 

“The installation of sprinklers in the 
exposed buildings unquestionably pre- 
vented the spread of the fire and did 
not allow it to become of conflagration 
proportions. The sprinklers in these 
exposed buildings were in operation two 
minutes after the fire was discovered and 
their checking of the spread of the flames 
acted as a fire stop practically from the 
outset. The value of the sprinklers, there- 
fore, in this instance, was of paramount 
importance. 

“The danger of light courts, enclosed 
on all four sides, and having unprotected 
or poorly protected openings to them 
on various floors of either the same or 
different buildings, has long been clear- 
ly understood by underwriters. Such 
construction is equivalent to the old type 
of interior light-well construction or of 
an elevator shaft without protection at 
the openings to the different floors and 
needs no further comment. It also ap- 
pears that the radiant heat through the 
wired glass of standard windows when 
exposed to a severe fire, is liable to re- 
sult in damage either by fire or the op- 
eration of sprinklers. 

Skylights Need Proper Screening 

“The dropping of this fire to the base- 
ment by means of brands falling from 
an upper window through a basement 
skylight and window, and gain enough 
headway to burn out the basement and 
extend through to the first floor, shows 
one of the unusual things that can re- 
sult from fire. The necessity for the 
proper screening of such skylights, how- 
ever. is evident. 

“Had this fire been discovered -in its 
incipiency, it is quite probable that it 
could have been extinguished without 
undue effort: however. it had reached 
such proportions that it was necessary 
to sound five alarms to bring sufficient 
fire department equipment and personnel 
to extinguish it. Buildings such as this, 


GORHAM WITH NAT'L. LIBERTY 


The National Liberty and its affiliated 
companies, the Baltimore American and 
the People’s National, have appointed I. 
Warren Gorham as special agent for 
western Pennsylvania with headquarters 
at Pittsburgh. Mr. Gorham has been 
traveling that territory for some years 
past with the Atlas of London group, 
and is a member of the executive com- 
mittee of the Underwriters’ Association 
of the Middle Department. Owing to 
his acquaintance with the conditions and 
problems of his field, the appointment 
should be of mutual benefit to the Na- 
tional Liberty companies and _ their 
agents. 





LEO. F. MURPHY DIES 


Seized with a heart attack in his home, 
Leo F. Murphy, proprietor of the gen- 
eral insurance agency of Leo. F. Murphy 
& Co., Niagara Falls, died in a hospital 
in that city after being admitted to the 
institution. He had been receiving medi- 
cal treatment for about ten months, but 
was not thought to be in a serious condi- 
tion. He took over the agency upon the 
death of his father, the late James 
Murphy, the former proprietor. 





SCRANTON ASS’N. CHANGES 


The Scranton Insurance Association, 
of Scranton, Pa., is incorporating and 
amending its by-laws to make member- 
ship coextensive with that of the state 
and national associations.: The officers 
are: president, Charles S. Burwell; vice- 
president, Charles F. Manners; treasur- 
er, James P. Lavelle; secretary, Alex. P. 
Clark; executive committee, G. N. Brown, 
Thomas D. Davies, William F. Forster, 
Charles H. Genter, Nat. E. Levy, Ros- 
well Phillips and D. Walt Wagner. 





DIRECTOR OF NEW CHICAGO CO. 
Boetius H. Sullivan, member of the law 
firm of Cooke, Sullivan & Ricks, has 
been elected a director of the Fire In- 
surance Co. of Chicago, now organizing 
with a capital and surplus of $5,000,000. 
Mr. Sullivan is a son of the late Roger 
C. Sullivan, for many years a prominent 
political leader. He is chairman of the 
board of directors of the Sawyer Biscuit 
Co., and a director of the Central Waxed 
Paper Co. and the United Biscuit Co. 





AETNA FIRE COURSES 


Twenty employes of the Aetna (Fire) 
and the World Wide & Marine of Hart- 
ford have completed their course of 
study of the fire insurance policy con- 
tract and related subjects. This train- 
ing school was established four years 
ago for those who wished to take advan- 
tage of educational facilities. W. S. 
Comstock, service engineer, has been in 
charge of the work. Each course ex- 
tends over a period of two years. 





GOING TO HONOLULU 


Charles W. Higley, president of the 
Hanover, is on his way to California en 
route to a vacation in Honolulu with 
Mrs. Higley. They expect to stay there 
about two months. 





located approximately in the center of a 
block of fireproof buildings, are a men- 
ace and should preferably be equipped 
with automatic sprinklers; in any event, 
such premises should have some form of 
approved fire alarm service, so that alarm 
of fire could be transmitted without un- 
due delay to the fire department. 

“Electrical wiring and apparatus, when 
improperly installed, has repeatedly and 
definitely proven itself to be a source 
from which many fires originate. The 
necessity for the proper inspection of 
such equipment is clearly recognized. It 
is to be regretted that co-operation in 
correcting defects found by the electrical 
bureau of this board was not obtained, 
and that additional wiring had apparent- 
ly been installed without attempt to make 
it conform to the requirements of the 
national electric code.” 


German Company Buys 
Stock in Metropolitan 


ASSECURANZ-UNION OF = 1865 
Corroon & Reynolds Will Still Retain 
Their Interests and Will Act as 
Fire Managers 








Max Koepcke, general manager of the 
Assecuranz-Union of 1865, of Hamburg, 
Germany, one of the oldest and most 
prominent companies in Germany, has 
just completed an arrangement by the 
purchase, on behalf of his company, of 
a substantial interest in the stock of the 
Metropolitan Fire of New York, which 
was organized some time ago by Corroon 
& Reynolds, Inc., and which had been 
confining its operations since organiza- 
tion to a conservative business on special 
classes of preferred risks. 

The Assecuranz-Union has invested a 
substantial sum in the Metropolitan, all 
of which has been placed in the surplus 
and voluntary reserve accounts of the 
company. This is the first move made 
by German insurance capital to re-enter 
the U. S. A. in the direct fire under- 
writing field. 

The financial statement of the com- 
pany at December 31, after giving effect 
to additional funds paid into the com- 
pany’s treasury since that date, will 
show approximately as follows: Capi- 
tal, $200,000; surplus and voluntary re- 
serve for contingencies and development, 
$600,000; assets, between $900,000 and 
$1,000,000. 

Corroon & Reynolds, Inc., will retain 
their interest in the company and will 
act as manager under a long term con- 
tract. The Metropolitan will be asso- 
ciated with the eleven companies now 
operating under the same management 
and will enjoy the full reinsurance facili- 
ties and service of the organization. 

Group Assets of $45,000,000 

The assets of this group of com- 
panies at December 31 were approxi- 
mately $45,000,000, and had net resources 
approximating $50,000,000. It is the in- 
tention of the owners of the Metropolitan 
to increase the capital from time to time 
as the business grows. 

The following officers have been 
elected: Max Koepcke, chairman of the 
board; R. A. Corroon, president; J. F. 
Corroon, W. J. Reynolds and J. A. Camp- 
bell, vice-presidents and secretaries. 

The following will act as directors: 
Max Koepcke, general manager, Assecu- 
ranz-Union, Hamburg; Robert Van Ider- 
stein, president; Guardian Fire of New 
York; F. Beal, vice-president, J. 
Henry Schroeder Banking Corporation, 
New York; Ludwig Bendix, banker, New 
York; Lyman A. Spalding, attorney, New 
York; Wendell J. Barker, attorney, New 
York; H. Murray Jacoby, capitalist, New 
York; W. L. Ball, attorney, New York; 
W. Wallace Lyon, banker, New York; H. 
I. Brown, president, Liberty Bell Insur- 
ance Co., Philadelphia, Pa.; R. A. Cor- 
roon, president, Corroon & Reynolds, 
Inc., New York; J. F. Corroon, presi- 
dent, R. A. Corroon & Co., New York; 
and W. J. Reynolds, vice-president, Cor- 
roon & Reynolds, Inc, New York. 





BENNETT WITH GLENS FALLS 


Frank J. Bennett is now with the New 
York branch office of the Glens Falls, 
and T. Y. Brown & Co., at & William 
street. He has charge of the insurance 
engineering and schedule rating depart- 
ment. Mr. Bennett is a graduate of 
Stevens Institute and was for many 
years with the New York Board of Fire 
Underwriters. More recently he has 
been with a prominent brokerage office. 





UNIVERSAL IN VIRGINIA 


The Universal of Newark has entered 
Virginia to write fire and kindred. lines. 
Principal office will be at Suffolk, where 
it will be represented by F. W. and H. 
A. Jones, Inc. 


R. LECKY MADE MANAGER 


In addition to being representative of 
the Rockefeller insurance interests in the 
restoration project at Wiliamsburg, Va., 
Robert Lecky, Jr., well known local agent 
of Richmond, has been made manager 
of properties. In this capacity he. will 
exercise supervision over rentals, taxes, 
repairs and the like in connection with 
the project which will represent an out- 
lay of approximately $5,000,000. Mr. 
Lecky desires it known that his new 
duties will not affect the operation of 
his Richmond agency which will continue 
to function as heretofore. 





EX-FIELDMEN’S DINNER 

The standing committee of the New 
York Ex-Fieldmen’s Society has fixed 
Wednesday, March 20, as the date for 
the eighth annual dinner. This affair 
will be held at 7:30 p. m. at the Cres- 
cent Athletic Club, corner of Clinton and 
Pierrepont streets, Brooklyn. Walter C. 
Howe of 123 William street, is secre- 
tary of the society. 





WILLIAM SCHALL DEAD 

William Schall, New York banker, 
who died in England on January 15, was 
for many years one of the United States 
trustees of the Hamburg-Bremen of 
Hamburg. The company discontinued 
operations here when the United States 
entered the World War. 





Guerrini Interview 
(Continued from Page 1) 
nies are doing a direct business there, 


but they figure in the re-insurance end. J 


A Turkish Situation 


At the present time there are no Am- 
erican companies in Turkey, and the only 
British companies there are the Corn- 
hill, the British Law and the General 
Accident. Before the Smyrna conflagra- 
tion there were many British companies 
in Turkey. At the present time for a 
company to be entered in Turkey it is 
necessary to put up a deposit of 75,000 
Turkish liras, or $37,500 in American 
money. In addition there is a reserve 
requirement of approximately 25% of the 
premiums. , 

The financial and economic situation 
in Turkey. is a little puzzling as the in- 
ternational bankers are loathe to place 
capital there, not knowing which way 
the political situation is going to turn. 
At the same time the country:.,’seems 
prosperous under Kemal. The insurance 
companies there, other than domestic, 
are largely French and Italian, although 
the German companies are piling in. It 
is rumored that when it comes to mak- 
ing deposits the German companies are 
flashing old Turkish bonds, which where 
held in Germany and putting the Turks 
in a position of having to acknowledge 
or repudiate their own securities. 

Mrs. Guerrini Has Been Host To Many 
icans : 

Mr. Guerrini is a graduate of the Uni- 
versity of Raphael-Urbino, getting his 
degree in law. Soon after being gradu- 
ated, however, and before he practiced 
law, he felt the lure of America and 
came here. He had met an unusually 
attractive American woman who.was vis- 
iting Italy and he wanted to. see more 
of her. She was the daughter of E. A. 
Goover, a Florida general agent, and her 
grandfather was also a fire insurance 
man. This little romance led to- the al- 
tar and Mrs. Guerrini has won wide pop-, 
ularity with wives of American insr- 
ance men whom she has entertained 
while they have visited abroad. 

Mr. Guerrini became a partner of Mr. 
Goover in the firm of Goover and Guer- 
rini, Jacksonville, the office representing 
the Commercial Union, North British & 
Mercantile, Caledonian, City of New 
York and Westchester: Later he was 4 
field man for the Caledonian and then 
the Westchester. He was transferred to 
Philadelphia, where he became assistant 
manager of the Delaware Underwriters. 
From that post he went with the Ameri- 
can Foreign Insurance Association. 
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Firemen’s And Gommercial Casualty 


Affiliate “Ghrough &xchange of Stock 


Neal Bassett, most discussed insurance 
man in the United States, was the prin- 
cipal figure in another important transac- 
tion this week. It is an affiliation be- 
tween the Firemen’s and the Commercial 
Casualty, making the second casualty 
company in the Firemen’s group, the 
other being the Metropolitan Casualty. 

By the new arrangement a proposal 
from the Firemen’s to affiliate the Fire- 
men’s and the Commercial Casualty 
through an exchange of stock arrange- 
ment was voted favorably by the Com- 
mercial’s board on January 30. 

This action does not require any for- 
mal meeting of the Commercial Casualty 
stockholders, as it is optional with each 
stockholder whether or not he exchange 
his stock. Exchange of enough shares to 
bring this about is assured. It is a con- 
dition of the proposal that not less than 
67% of the entire outstanding capital 
stock of the Commercial Casualty shall 
be deposited with the Fidelity Union 
Trust Co. of Newark, as trustee, and it 
is a further condition that the Firemen’s 
has the right to effectuate the exchange 
even if less than 67% of the Commer- 
cial Casualty stock be deposited. 
Financial Status of Groups at Start of 

Last Year 

The Firemen’s is at the head of one 
of the largest groups of fire and casualty 
insurance companies in the world. On 
January 1, 1928, the companies in the 
Firemen’s Group, including the Commer- 
cial Casualty, had gross assets of $125,- 
656,000; and net premiums of $54,640,108. 
The net surplus of the companies at the 


start of last year follows: 
Commercial Casualty ........... $ 2,500,000 


SPE Nine ewe Paka vee +e cee asen 2,070,371 
Bechemies. 36655. 6 0 on cee eee 1,407,436 
National-Ben -Franklin ......... 1,350,505 
i Pe eee errr ere pn 459,923 
SUOROE 55 isoscaskne ciecceaew.e 1,315,051 
rer er ee 1,682,976 
Metropolitan Casualty.......... 2,011,211 
Milwaukee Mechanics .......... 3,143,939 
Tee DWOMON SE. - osccnaeesssawnrt 21,477,774* 


*(This is as changed approximate by 
reason of 1928 increase in paid-up 
capital and surplus.) 

After the readjustment of its capital 
and surplus incident to the Commercial 
Casualty and Milwaukee Mechanics 
transactions the Firemen’s in round fig- 
ures will show the following: Capital, 
$18,500,000; net surplus, $27,000,000; sur- 
plus to policyholders, $45,500,000; group 
premiums, $50,000,000. 

Bassett’s Statement 

In a statement Neal Bassett, president 
of the Firemen’s, said this week 

“The modern system of grouping com- 
panies is recognized today as being the 
only successful way to manage fire or cas- 
ualty insurance companies. This can be 
appreciated when one considers that 
more than 80% of the total premiums in 
the country in 1927 were transacted by 
twenty-five fire company groups. The 
1928 figures will doubtless increase the 
proportion. Needless to say the group 
with which the Commercial Casualty is 
now affiliating was, and is, one of the 
leading groups in the twenty-five. 

“The Firemen’s has been continuously 
paying dividends at the rate of not less 
than 22% per annum on par since 1913 
and there is every reason to believe it 

(Continued on Page 40) 








' AETNA FIRE STATEMENT 





Assets Now Close to $60,000,000, Gain of 
Over $6,130,000 Last Year; 
Surplus Up $2,700,000 
The Aetna (Fire) and the World Fire 
& Marine have issued satisfactory state- 
The 
Aetna’s net premiums written showed an 
increase of $638,706 over 1927, bringing 
the total up to $26,840,696. Losses paid 

amounted to $14,181,993. 

Among the income items for the year 
was a receipt of $844,239, being a pay- 
ment on the company’s war claim total- 
ing $2,719,189. The investment income 
for the year amounted to $1,831,201, and 
an underwriting profit of $1,640,828 was 
shown. Dividends paid during the year 
amounted to $1,275,000. In addition the 
company had market appreciation on se- 
curities owned amounting to $1,713,554. 

The company’s surplus of $17,442,039 
showed an increase of $2,754,232. The 
assets as of December 31, 1928, were 
$59,665,903, an increase of $6,133,719. 

Combined surpluses of the Aetna Fire 
group amount to $18,813,699, an increase 
of $2,269,412. Total assets of $67,093,440 
showed an increase of $6,868,799. Un- 
earned premium reserves of $28,318,571 
showed an increase of $227,035. 

Bonds and stocks had a market value 
December 31, 1928, amounting to $50,637,- 
376, an increase of $5,178,237. A write 
off of $50,110 was made in the company’s 
real estate carried at $1,035,000. 


ments covering their 1928 business. 


SALVAGE CO. CONNECTION 





Woodrow & Lewis to Act As Auction- 
eers for the Underwriters Salvage 
Co. of New York 
The Underwriters Salvage Co. of New 
York has completed an arrangement with 
Woodrow & Lewis, Inc., effective March 
1, under the terms of which Woodrow 
& Lewis, Inc., will act as auctioneers for 
the Underwriters Salvage Co., in its New 
York general agency. Woodrow & 
Lewis, Inc., are withdrawing from the 
handling and selling of salvage stocks for 
the insurance companies except as auc- 
ate for the Underwriters Salvage 

oO. 

Edward L. Lewis has been appointed 
manager of the Department of Staples 
of the salvage company. His services in 
this capacity will be available as here- 
tofore to the insurance companies not 
only in the New York department of the 
Underwriters Salvage Co., but through- 
out its field. The offices of Woodrow & 
Lewis, Inc., will be on the premises of 
the salvage company at No. 549 Broome 
street, New York City. 

The Underwriters Salvage Co. of New 
York is a corporation which came into 
existence in 1893. It is for the purpose 
of salvaging and selling insured merchan- 
dise which has been damaged. Wood- 
row & Lewis, Inc., is the outgrowth from 
and successor to the firm of Woodrow & 
Lewis. This organization has handled 
and sold salvage since it was originally 
organized in 1877 





Robert R. Clark 
U. S. Mor. 





FOUNDED 1805 


Caledonian Insurance Co. of Scotland 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
United States Head Office 
555 Asylum Street, Hartford, Conn. 
New York City Office 
1 Liberty Street, New York 


William L. Brown 
Asst. Mor. 








SMALLEY HEADS GLENS FALLS 





Elected President To Succeed E. W. 
West, Who Becomes Board Chair- 
man; Many Other Promotions 
At the annual meeting this week of 
the Glens Falls, E. W. West, who has 
been president since 1920, was elected 
chairman of the board, and Vice-Presi- 
dent and Secretary F. M. Smalley was 
advanced to the presidency. Nearly a 
year ago Mr. West announced that he 
purposed retiring from active service at 

this time. 

The following additional officers were 

elected: Vice-presidents, R. S. Buddy, F 
L. Cowles, G. P. Crawford, S. T. Brown, 
H. W. Knight, R. H. Griffith and C. M. 
Hayden; secretary and treasurer, R. C. 
Carter; secretaries, H. W. Cowles, G. S. 
Jamison, John Kilpatrick, Jr., and F. W. 
Stein. 
_Vice-Presidents Cowles, Crawford and 
Knight were previously _ secretaries. 
Vice-President S. T. Brown is the mana- 
ger of the company’s New York office. 
Messrs. Griffith and Hayden were elected 
vice-presidents in recognition of their 
work as managers of the Pacific Coast 
department and Chicago branch office, 
respectively. Secretary and Treasurer 
Carter was previously the treasurer only. 
Secretaries Cowles, Jamison and Kil- 
patrick were formerly assistant secretar- 
ies. Secretary Stein was formerly assist- 
ant secretary of the Commerce Insurance 
Co. of Albany and has served as special 
agent in the home office territory. 








Brevoont 





Madison Street, east cf LaSalle 
CHICAGO 


DOWNTOWN, near 
ay al stores, 
usiness 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
tago hotels for qual- 
Ity of service at 
moderate cost. 


E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 











The Importers & Exporters at the 
close of last year had total assets of 
$5,407,522, a gain of about $450,000 over 
1927. The net surplus is $1,056,542, an 
increase of $230,000. Cash capital of 
$1,000,000 is unchanged. 











Capital $500,000.00 








Policyholders’ Surplus $1,477,453.17 


AMERICAN UNION 
Insurance Company of New York 


Administrative Offices, Hartford, Conn. 
J. H. Vreeland, President 


FIRE INSURANCE AND ALL ALLIED LINES 


Surplus $977,453.17 














FIRE, LIGHTNING, 


FRANK B. MARTIN, Asst. Manager. 
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SPRINKLER LEAKAGE, AUTOMOBILE 
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FRANK & DUBOIS, United States Managers ERNEST 
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BOYD Underwriting Mgr. 
WALLACE KELLY, Branch Secretary. 
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| Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. | 


(New Jersey) ! 
(Denmark) | 


Thomas B. Donaldson 



































CAPITAL PAID IN 









CONTINGENT RESERVE 






D. Layton, eaanaee: | 
Cc. B. me Secretary 
C. L. Miller, Secretary & hos 


R. C. Alton 










National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1928 
RESERVE FOR ALL LIABILITIES...............--....2. 
on  cccaadansuboces 


Serer eseeseseesseseseeeseses 


ASSETS . 
TOTAL SURPLUS TO POLICYHOLDERS. ...222222222252: 


Bs A Gowen, Secretary 
Hewitt, Sec 


Assistant Secretaries 
L. C. Breed (Automobile) 
V. I. G. Petersen (Marine) 


+ $ 3,000,000.00 
26,549,875.91 
14,525,817.16 

1,600,000.00 
44,075,693. 07 
18,525,817.16 


S. T. Maxwell, V.-Pres. & Sec’y 
R. M. Anderson, Secretary 
F. B. Seymour, Treasurer 


H. B. Collamore 
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FIRE INSURANCE COMPANY 
111 William St., New York City 


Roofer 


JANUARY Ist, 1928 





























ASSETS LIABILITIES 
Bonds and Mortgages $ 149,834.90 Ce $3,500,000.00 
U. S. Liberty Bonds 519,200.00 
Government, City, Railroad and Surplus 29,514,599.03 
other Bonds and Stocks................ 67,965,477.50 Reinsurance Reserve 21,794,727.64 
Cash in Banks and Office......... someacene 3,052,182.11 Losses in Course of Adjustment...... 9,905,412.00 
Premiums in Course of Collection.... 8,309,190.10 ae 
Interest Accrued 143,939.12 Commissions and other Items.......... 6,974,000.00 
Reinsurance Recoverable on Paid Reserve for Taxes and Depreciation 8,505,000.00 
Losses 53,964.94 
$80,193,738.67 $80,193,738.67 
Surplus to Policy Holders - - - $33,014,599.03 


Losses settled and paid since organization over $225,000,000 Losses seitled and paid 1927 . . $21,408,822.82 


ISSUES POLICIES AGAINST 


Fire, Marine, Tornado, Earthquake, Flood, Hail, Explosion, Riot and Civil Commotion, 
Sprinkler Leakage, Inland Marine Transportation, Parcel Post, Automobile 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 








E. C. Jameson, President 
Lyman Candee, Vice-President A. H. Witthohn, Secretary 
W. H. Paulison, Vice-President A: G. Cassin, Assistant Secretary 
J. H. Mulvehill, Vice-Pres. and Secy. J. L. Hahn, Assistant Secretary 
J. D. Lester, Vice-President M. J. Volkmann, Local Secretary 


Progress since Consolidation in 1899 

















Assets Reserves Surplus 
Dec. 31, 1899 $529,282.59 $26,832.54 $3,038.94 
Dec. 31, 1910 5,255,362.12 1,936,224.86 2,365,363.37 
Dec. 31, 1920 42,765,374.55 16,593,764.16 11,361,311.89 
Dec. 31, 1925 67,922,096.58 20,265,572.73 24,161,943.85 
Dec. 31, 1927 80,193,738.67 21,794,727.64 29,514,599.03 
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Chas. A. Hewitt, Old-Time 
Newspaper Man, Dies 


ONCE VERY POPULAR IN WEST 





In His Prime Was Brilliant Paragrapher 
and Favorite Mixer; Founded “In- 
surance Post,” Chicago 





Charles A. Hewitt, at one time, and 
in the mid West, an insurance news- 
paper man of great brilliance and tremen- 
dous popularity, and writer of scintilla- 
ting paragraphs which were quoted from 
one end of the country to the other 
when he was running “The Insurance 
Post” in Chicago, died in Bellevue Hos- 
pital last week of a complication of dis- 
eases, including peritonitis and influenza. 
He was stricken while eating alone in a 
restaurant in the Twenty-third street 
section of the city near East River, was 
taken to Bellevue, and died six hours 
later. The funeral arrangements were 
taken in charge by Alfred M. Best, New 
York publisher, and life-long friend. 

In recent years Hewitt worked largely 
as a free lance, at various times. doing 
columns of personality paragraphs for in- 
surance papers. His last jobs were for 
the “American Insurance -Digest” and the 
“United States Review.” Whether at 
work or whether temporarily vacationing 
he had the uncanny gift of familiarizing 
himself with the movements of every in- 
surance man with whom he had had a 
contact, such contacts with him running 
into the thousands. Phenomenal was his 
memory of people and knowledge of their 
careers. No one ever said to Hewitt: 

“Do you remember me? I met you in 
St. Louis forty years ago.” Hewitt would 
not only beat them to it, but would re- 
call some incident of the meeting which 
the cther man had forgotten years ago. 
Then he would start to pick up the 
friendship just as if he had parted with 
the other man the day before. 

Brilliant Mind 

From thirty to forty years ago it was 
impossible to think of a fire insurance 
social event in Chicago without Hewitt. 
He was not only always there, but often 
he created the event. Insurance journal- 
ism had never known such a mixer. He 
had a mind that worked with the rapidity 
of a propeller on an airship. It had many 
blades. Not only was he a wit and mas- 
ter of bonhomie in his earlier days, but 
stored in the back of his head was the 
culture which comes from being familiar 
with hundreds of poems and knowing 
how to recite them. Many a Western 
field man has sat spellbound as Hewitt 
recited large chunks of Shelly, Byron, 
Poe. 

He founded “The Insurance Post.” Un- 
der the Hewitt regime the “Post” was 
a much borrowed paper. That is, every- 
body in an office would borrow the copy 
which came in to read what Hewitt had 
to say about some one. He knew how 
to fling the sapier, but his writing which 
attracted most attention was the para- 
graph which made the recipient glow like 
an electric light. The subject of the 
paragraph might have thought well of 
himself, but Hewitt came out and said 
it. Therefore, proved it was true. 

In the old Chicago days Hewitt was a 
striking figure on the ‘street. People 
would turn around and ask who the dis- 

' tinguished man was. He was interested 
in everything that meant good and ex- 
citing living. He tasted life at all its 
angles, jesting at the danger; good- 
matured always. The stage had a fasci- 
nation for him and his second wife was 
a handsome young actress whom he met 
at a party after a performance in a 
Conan Doyle show and then won by a 
whirlwind courtship. They were divorced 
and she is now prominent in the New 
York club world. His first wife was a 
sister of Frank Miner, a well-known 
Iowa insurance man. 

His star began to dim with the death 
of a child, a hard blow to Hewitt, and 
causing him to lose interest in many 
things which formerly he had regarded 
as of importance. 
“Insurance Post” in Chicago and came 

















In 1906 he left the- 
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here, establishing a new paper at No. “~ COMMERCIAL UNION CHANGES 


1 Madison avenue. Later he went South 
and for a time was on the staff of 
“Tim” Dealey’s paper in Atlanta. Since 
then he contributed to the columns of a 
number of papers. His paragraphs could 
immediately be recognized by his habit 
of interpolating lines from the classics. 

Hewitt’s father was the editor of the 
old “Chronicle,” which was later run by 
his mother. He was brought up in Con- 
necticut; worked as a grocer’s clerk, 
as a newsboy, and finally a daily news- 
paperman. After being with “The Stand- 
ard” of Boston for a couple of years he 
went to Chicago on the “Investigator.” 
He liked Chicago and Chicago liked him. 
Following a term as editor of the Chi- 
cago “Argus” he established the “Insur- 
ance Post.” That was in 1892. During 
a meeting of the Western Union in 1899 
he organized “The Third House,” a good 
fellowship organization. While in his 
prime his witty speeches made him in 
demand at insurance dinners. 


The Commercial Union has rearranged 
its Ohio field and has promoted Albert 
E. Perry to the position of general agent 
in New York. Joseph D. Keating, who 
had the Palatine, Union and California, 
takes over the Commercial Union and 
the Commercial Union Fire. R. E. Zim- 
merman continues with these companies 
and will be associated with Mr. Keating. 
George C. Meehan, who was with an- 
other company, succeeds to the place for- 
merly held by Mr. Keating. 


RUSSELL HEADS ERIE AGENTS 

John H. Russell was elected president 
of the Erie, Pa., Association of Fire and 
Casualty Agents at its annual meeting 
in that city last week. Walter S. Reit- 
zell was chosen vice-president; C. V. 
Faulkner, treasurer, and Howell James, 
secretary. The following directors were 
elected: James Russell, E. L. Wads- 
worth, Walter S. Reitzell, I. D. Mc- 
Quiston and R. L. Rodgers. 











The 
London & Lancashire Insurance Co., Ltd. 


OF LONDON, ENGLAND 





Law Union & Rock Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Orient Insurance Company 


OF HARTFORD, CONN. 





Safeguard Insurance Company 
OF NEW YORK 





Eastern Department 
Hartford, Conn. 








Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 














PROMOTIONS BY HUDSON 





M. J. Zaengle Elected a Vice-President; 
W. Bachmann and B. Clarke 
Elected Secretaries 


Directors of the Hudson of New York 
this week promoted M. J. Zaengle from 
secretary to vice-president and elected 
Walter Bachmann and F. B. Clarke sec- 
retaries. President J. M. Wennstrom, 
Vice-President F. L. Stabler and Secre- 
tary H. N. Morgan were re-elected. Mr. 
Zaengle has been in the service of the 
Hudson and Svea for nearly ten years, 
starting as an examiner in the Eastern 
states. He was elected assistant secre- 
tary in 1921 and secretary in 1926. He 
has been in fire insurance since 1902, hav- 
ing started then with the Hamburg- 
Bremen. He was president of the Ex- 
amining Underwriters’ Association from 
1923 to 1925. 

Mr. Bachman has been with the com- 
pany for sixteen years and for some time 
has been state agent in eastern Penn- 
sylvania. He will continue to make his 
headquarters in Wilkes-Barre. Mr. Clarke 
has been executive state agent for Geor- 
gia, Florida, Alabama, Mississippi and 
Louisiana and will continue to have this 
territory with his headquarters in At- 
lanta. 





E. U. RICHARD’S NEW PLACE 





Vice-President and Director of the Re- 
cording & Statistical Bureau; Long 
areer in Insurance 

E. U. Richards, who was formerly for 
many years in the fire insurance field, 
has resigned from the Remington-Rand 
Business Service, Inc., to join the Record- 
ing & Statistical Bureau, Inc., of 75 Mai- 
den lane as vice-president and director. 
His long experience in insurance made 
for him a country-wide acquaintance 
among insurance officials. The Statis- 
tical Bureau began operations last year 
and already has more than a hundred 
insurance companies among its clients. 

Some of the various positions which 
Mr. Richards has held include the fol- 
lowing: Assistant manager of Ohio In- 
spection Bureau; improved risk under- 
writing, Continental Insurance Co.; sec- 
retary of Eastern Union; assistant gen- 
eral manager of National Board of Fire 
Underwriters; general manager of Na- 
tional Automobile Underwriters Con- 
ference; vice-president and later presi- 
dent of The Ohio Valley Publishing Co.; 
manager D. & P. Publishing Corpora- 
tion; and assistant manager Library Bu- 
reau Sivision, Remington-Rand, Inc. 





V. W. DAVIS PROMOTED 

E. J. Perrin, Jr., secretary of the Auto- 
mobile of Hartford, has appointed a num- 
ber of new special agents for the com- 
pany attached to the marine staff of the 
Western department. Victor W. Davis 
will be special agent for Wisconsin, Min- 
nesota, the Northern Peninsula of Michi- 
gan, North Dakota and South Dakota. 
Mr. Davis served his apprenticeship with 
the Maritime Insurance Co. of Liver- 
pool, England. He joined the Auto- 
mobile in September, 1927, and has been 
located in Hartford since that time. 





SUBURBAN AGENTS ORGANIZE 

The Insurance Agents’ Association of 
Bloomfield and Glen Ridge, N. J., has 
been organized. The officers of the new 
organization are as follows: Presiden|, 
Herbert L. Stone; vice-president, A. M. 
Robinson; secretary and treasurer, W. 
H. Roddy; executive committee, L. C. 
Haskell, W. J. Brooks and Herbert Fair- 
— publicity chairman, James W. 

etts. 


WM. SCHOENTUBE A SPECIAL 

William Schoentube of New York has 
been appointed special. agent for the 
Atlas and Albany in western Pennsy!- 
vania, with headquarters at the Columbia 
National Bank building, Pittsburgh, Pz., 
succeeding I. W. Gorham ,resigned. Mr. 
Schoentube has been an examiner at the 
oo office of the Atlas since April, 
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ASSOCIATED FUND CO’S. 





Plans for the Extension of This Group 


of Pacific Coast Companies Have 
Been Completed 


Plans for the extension of the activities 
of the Associated Insurance Fund, Inc., 
groups of companies. which includes the 
Associated Indemnity, the Associated 
Fire & Marine, the U. S. A. Under- 
writers, the Associated National Under- 
writers. and the Employers Participating 
Underwriters of San Francisco, have 
been completed and the work of carry- 
ing the operations of these companies 
into other Pacific Coast states is now 

under way. 

The Associated Fire & Marine, the 
latest addition to the group, has become 
a member of the Board of Fire Under- 
wrtiers of the Pacific and has started 
the work of planting agencies in its home 
state of California. Arrangements for 
general agency representation in Texas, 
Colorado and New York have been com- 
pleted and as soon as the company is 
entered operations will commence. 

With the acquisition of several of the 
best. known underwriters on the Coast, 
the staff of the Indemnity Corporation 
has started its more aggressive cam- 
paign for such lines as accident and 
health, fidelity and surety, burglary, 
plate glass and allied miscellaneous lines. 





OKLA. COTTON WRITING 





Large Number of Companies Writing 
This Form of Coverage There; In- 
dividual Premiums Less 


A decrease was shown in cotton gin- 
nings in twelve of the cotton producing 
counties of Oklahoma during the 1928 
season, as compared with those of the 
preceding year, according to John E. 
Wilkinson, Oklahoma representative of 
Trezavant & Cochran of Dallas, Tex., 
which office writes a large amount of cot- 
ton insurance in the state. 


Although the approximate loss of 160,- 
000 bales in 1928 in the eleven counties 
in the southwestern part of the state, 
which is about 30%, the state as a whole 
will show an increase of about 165,000 
— or about 15% above the total of 
192 

This condition is reflected in cotton in- 
surance writing. Because of the good 
price of cotton, premiums have not suf- 
fered but because of the increased num- 
ber of companies writing cotton in Okla- 
homa, business to individual companies 
has suffered, Mr. Wilkinson observed. 
In 1928 approximately twenty companies 
wrote insurance on cotton gins and 
product for the first time in the state. 





E. S. YOUNG SPECIAL AGENT 


The appointment of Edwin S. Young 
as a special agent in the Indianapolis 
branch office territory is announced by 
the Travelers Fire. Mr. Young will work 
under the supervision of A. B. Smillie, 
manager in Indiana for the Travelers 
Fire Insurance Co. Before entering the 
fire training course at the home office 
last September, Mr. Young had been 
employed as a night cashier and sales- 
man by Steinhardt & Kelly, of New 
York. After completing the fire train- 
ing course on November 23, and until 
his assignment to the Indianapolis ter- 


riiory, he served in the underwriting. 


division at the home office. 





MERCHANTS FIRE PROMOTIONS 


Charles F. Merle and Walter F. Brady 
has been made assistant secretaries of 
the Merchants Fire of New York. Mr. 
a who has been acting as assistant 

> the chairman of the board, has been 
with the company since 1915 and in the 
insurance business since 1910. Mr. Brady 
has been with the Merchants for thir- 
teen years, or since he went into in- 
surance. He has held the position of 
chief accountant. Both Mr. Merle and 
Mr. Brady were presented with hand- 
some desk pen sets by the executive 
Staff at a luncheon at the Down Town 
Association on Saturday. 











115 Broad Street 








REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 


of Ameri 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


Hartford, Cenn. 











NEW COAST GENERAL AGENCY 

A friendly arrangement has been en- 
tered into by all parties concerned where- 
by the American Equitable of New York 
and the Republic Fire of Pittsburgh of 
the Corroon & Reynolds group have been 
transferred from the James F. Cobb 
General Agency at San Francisco to the 
newly formed American Associated 
Agency, which is operated by the Asso- 
ciated Fire & Marine Insurance Co. This 
new general agency will have its head- 
quarters at 332 Pine street, San Fran- 
cisco, and will supervise the Pacific Coast 
territory for the two companies men- 
tioned above as well as the Associated 
Fire & Marine. William L. Wallace, 
vice-president and underwriting manager 
of the Associated Fire & Marine, who 
formerly was with the Norwich Union 
on the Coast, will also be in charge of 
underwriting for the new general agency. 


JOINS CORROON & REYNOLDS 


Thomas J. Flynn, now with the Com- 
mercial Union as supervising examiner 
in the Western department, has resigned 
as of February 1 to become associated 
with Corroon & Reynolds, Inc., as man- 
ager of the brakerage department under 
Resident General Agent R. R. Chapman 
at Chicago. Mr. Flynn has had a long 
experience as an underwriter, particu- 
larly in the Western field, having at one 
time been supervising examiner for the 
North British & Mercantile fleet as well 
as being brokerage manager of the Cook 
County department of the Commercial 
Union. 





NATIONAL LIBERTY DIVIDEND 


The National Liberty has declared its 
semi-annual dividend of 25 cents and an 
extra dividend of 50 cents a share, pay- 
able February 1 to stock of record Jan- 
uary 21. 








Great American 
Insurance Company 


i NewWork = 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,500,000.00 


pom Au.” OTHER LIABILITIES 


23.4228 


855.21 


NET SURPLUS 


2 1,060.1 19.35 
56.982.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, III. 
CG. R. STREET, Vice-President 
PACIFIC DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 
NEW YORK—Ww. H. MoGee& Co. —— omg vcr . William Street 


SAN FRANCISCO—George L. Wes 
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Street 





CHICAGO— Ww. H. MoGee& Co., Gen'l Aéts.,Insurance Exchange Bide. 
AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


SA A a ANNAN 


Agents Oppose Branch 
Office Competition 


NATIONAL ASS’N. RESOLUTION 





Condemns Travelers Instalment Pre- 
mium Plan as Jeopardizing the 


American Agency System 





The executive conimittee of the Na- 
tional Association of Insurance Agents 
this week adopted a resolution to the 
effect that a production branch office in- 
termediary between an insurance buyer 
and the company jeopardizes the Ameri- 
can agency system and leads to poorer 
service at greater cost. The collection 
of insurance premiums is a part of pro- 
duction, says the committee, and any in- 
stalment plan relating thereto, such as 
recently announcd by the Travelers, 
brings the branch office into direct com- 
petition with the local agent on his busi- 
ness. 

“It is the opinion of the executive com- 
mittee of the National Association, 
therefore,” says the committee state- 
ment, “that the Travelers plan of in- 
stalment payments is not in the public 
interest. because, in the absence of a 
proper charge for the extra service ren- 
dered by the agent, it does not permit 
the agent to continue to serve the pub- 
lic with a similar plan; and extends an 
unecessary and undesirable competitive 
branch office intermediary between the 
agent and his clients.” 





CHARLES WELK’S NEW POST 


Charles Welk is now with Corroon & 
Reynolds, Inc., as general agent of the 
inland marine and side line department. 
Mr. Welk was formerly with the Auto- 
mobile of Hartford in its inland marine 
department and later went with the 
agency of Ogden & Fay in charge of 
inland marine and side line business. He 
has had a long experience specializing 
on the different classes that generally 
belong to the so-called side-lines group 
and is well fitted to assume his new 
duties with his new organization. 





AETNA FIRE CONFERENCE 

Managers of the Western department 
of the Aetna Fire and the World Fire 
& Marine, together with home office 
executives and agency supervisors, last 
week attended a conference with Presi- 
dent Ralph B. Ives in Hartford. The 
subjects discussed centered chiefly around 
plans and developments for the current 
year. Among those actively partici- 
pating in the discussion were Manager 
W. N. Achenbach and Assistant Man- 
ager H. A. Yates, of the Western de- 
partment at Chicago. 





STEDLER’S SON HONORED 


Alwin Stedler, thirteen-year-old son of 
“Bill” Stedler, advertising representative 
in New York of the “Insurance Field,” 
won an American Legion medal for the 
best essay on American history sub- 
mitted by the members of his class at 
Public School 113 in Glendale, Oueens 
County, New York. Young Stedler 
graduated from grammar school on Mon- 
day of this week and is now entering the 
Brooklyn Technical School for a course 
in electrical engineering. 


CLYDE W. SEANOR ADVANCED 

Clyde W. Seanor has been made as- 
sistant general manager of the Under- 
writers Adjusting Co. of Chicago, suc- 
ceeding T. A. Pettigrew, who -has been 
promoted to manager to take the place 
of C. A. Rich, resigned. Mr. Seanor will 
remain at Detroit until the incoming 
manager for Detroit has been selected. 
He joined the company in 1919 and has 
made an excellent record since in the 
fire adjusting field. 








George R. Ried, assistant underwriter 
of the Maritime Insurance Ce ‘~s com- 
pleted a trip around the world, includ- 
ing a visit to the United States. 
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Home Agent 


The Chandler Cup awarded annually 
by the Insurance Federation on Indiana 
Insurance Day to the individual who has 
contributed most during the year to the 
general good of insurance in the state of 
Indiana, was awarded to C. D. Lasher, 
state agent of the Home in Indiana, last 
Tuesday. 

The of Frank M. 


Chandler, is better known in the Hoosier 


donor the cup, 


state as “The Father of Indiana Insur- 
ance Day.” 

Previous awards of this signal honor 

were made to H. L. Barr in 1926 and 
Joseph W. Stickney in 1927. 
. The winner of this beautiful cup re- 
tains it in his possession for one year 
after which it goes to the next person 
receiving the As a permanent 
honor Mr. Lasher will receive an illu- 
minated scroll citing the award. 


award. 





C. D: LASHER 








Cc. G. HOUSE SUCCEEDS DUNLOP 





Elected President of the Providence 
Washington and Anchor; Many Years 
in the Marme Department 
C. G. House, senior vice-president of 
the Providence Washington and of the 
Anchor of R. 1, was. on 
Tuesday of this week elected president 
and a director of each comnany by the 
boards of directors, succeeding the late 
Charles D. Dunlop. Mr. House has been 
associated with the Providence Wash- 
ington for many years and has special- 
ized in the marine insurance field. He 
had been marine secretary and marine 

vice-president for some time. 

Seven years ago Mr. House was elect- 
ed vice-president of the company, which 
position broadened his field of activities 
but he still devoted much of his time to 
the marine end of the business. He 
acted as chief executive of the compary 
during the long illness of Mr. Dunlop. 
Mr. House is one of the few marine in- 
surance men to become the president of 
what is principally a fire insurance com- 
pany. 


Providence, 





RESUME FIRE RATE INQUIRY 

When the inquiry into fire rates in 
Virginia was resumed Tuesday of this 
week before the state corporation com- 
mission, the state opened its case by 
calling E. G. McGee of the Missouri de- 
partment to the stand. It was explained 
that he was a special examiner for that 
department and had figured conspicuous- 
lv as an expert in the famous Hyde case 
which went to the United States Supreme 
Court. Questioned by Braden Vande- 
venter, special counsel for the state, he 
testified that his analysis of figures show- 
ing experience of companies in Virginia 
for the five-year period 1923-1927 inclu- 
sive showed an average underwriting 
profit of 7.3% compared with 6.99% com- 
puted by company experts. Figures cov- 
ering the nationwide experience of the 
companies for the same period showed 
an underwriting loss of 2%, he said, this 
tallving with computations of the com- 
panies. 





A. C. HEGEMAN OFF TO COAST 


A. CC. Hegeman, vice-president of 
Davis, Dorland & Co., leaves tomorrow 
for Galveston, Texas, on a boat trip that 
will cover 1,900 miles. After visiting sev- 
eral Texas cities he will goto Los An- 
geles and remain with his son and his 
beautiful little granddaughters. On the 
way back he will stop at the Yosemite 
Valley and a number of western cities. 


BOSTON AGENCY CHANGES 





L. E. Knox and Rudolph Whitlegg Be- 
come General Agents of Mercury 


Fire; Both Well Known 


Leslie E. Knox, for the past three 
years. secretary of the L. W. Kingman 
Co. of Boston, and Rudolph Whitlegg, 
also associated with the same firm, will 
on February 2 enter the general agency 
field to represent the Mercury Fire, one 
of the St. Paul group. They will be 
located at 112 Water street, Boston, and 
will be associated with the firm of 
O’Brien, Russell & Co., at that address. 
They will be located on the third floor. 

Mr. Knox is president of the Insur- 
ance Society of Massachusetts and is 
prominent in insurance circles in Bos- 
ton. Mr. Whitlegg is a thoroughly ex- 
perienced insurance man. 

L. W. Kingman & Co., of which Le- 
land W. Kingman is the directing head, 
will continue their headquarters at 40 
Central street, where they represent a 
strong list of companies, including the 
Atlas Underwriters, Eastern Under- 
writers, Manhattan Fire & Marine, Guar- 
antee Underwriters, Mercury, Safeguard, 
Urbaine Underwriters, of fire insurance 
and the Importers & Exporters and Sun 
Insurance Office for automobiles, and the 
Northwestern Casualty & Surety for 
casualty lines. 





SPECIAL RISK MEN MEET 

The Conference of Special Risk Un- 
derwriters on Tuesday ‘in New York 
elected H. C. Klein of the New York Un- 
derwriters chairman, and E. V. Stark- 
weather of the Liverpool & London & 
Globe secretary. T. F. Myring, of the 
Atlas, the retiring chairman, spoke of 
the progress made during the year in se- 
curing closer contact with sprinkler con- 
tractors and better representation on the 
important National Fire Protection As- 
sociation committees. 





SPECIALS TO SEE MOVIES 


At the dinner-meeting of the New Jer- 
sey Special Agents’ Association which 
will be held next Monday evening at the 
Elks Club, Newark, P. R. Guinan, spe- 
cial representative of the Eastman Kodak 
Co., will show five reels of official World 
War motion pictures, photographed by 
the U. S. Government. Preceding the 
dinner there will be special meetings of 
the executive committee and the tenth 
anniversary committee. 





MOVES IN NEWARK 
The Newark branch office of the Com- 
mercial Union is now located in the In- 
dustrial Building, 1060 Broad street. 


Monster Dinner Is 
Staged in Boston 


OVER 1,000 PERSONS ATTEND 





Senator Harrison of Mississippi and 
Henry S. Ives Talk on Fallacy of 
Insurance in Business 





The biggest banquet ever held by Mas- 
sachusetts insurance men was_ staged 
Wednesday night at the Hotel Statler 
in Boston, under the auspices of the In- 
surance Society of Massachusetts, when 
over one thousand insurance men and 
women, state officials, mayors of cities, 
newspaper publishers, and heads of big 
business gathered to hear Senator Pat 
Harrison of Mississippi and Henry Swift 
Ives of Chicago point out the fallacy of 
the Government or State attempting to 
interfere with business. It was a most 
enthusiastic insurance gathering. 

Senator Harrison’s speech was broad- 
cast over WEEI, and by reason of wide- 
spread publicity throughout the State of 
the banquet as well as advertisements 
carried on the radio pages of the Boston 
dailies it was estimated that a good share 
of the radio audience of Massachusetts 
listened in. Mgrs 

Among those at the head table, in ad- 
dition to the speakers, were a number of 
Massachusetts State officials, including 
Lieutenant-Governor Youngman, State 
Treasurer Haigis, Leverett Saltonstall, 
speaker of the House; Gasper Bacon, 
president of the Senate; Attorney Gen- 
eral Warner, besides two or three news- 
paper publishers, and several of the 
“star” writers of the Boston daily papers. 

President Leslie E. Knox of the Insur- 
ance Society presided and James H. 
Carney of the firm’of Kaler, Carney, 
Liffler & Co., acted as toastmaster. 

Senator Harrison spoke on “More Busi- 
ness in Government and Less Govern- 
ment in Business,” making one of his 
characteristic speeches for which he is 
famous. Henry Swift Ives devoted his 
attention to the compulsory automobile 
situation and was listened to with the 
closest attention. 


BEHA A SEABOARD DIRECTOR 

James A. Beha, chairman of the board 
of the International Germanic Trust Co., 
and former insurance superintendent of 
New York state, has been elected a di- 
rector of the Seaboard Fire & Marine. 
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French, German and 
Italian 1928 Results 


FRANCE MADE BEST ADVANCE 





Germany and Italy Complain of Com- 
petition From Each Other; French 
Support Hull Agreement 





Of the three European countries of 
France, Germany and Italy, the first 
named appears to have made the best 
gains in marine insurance last year, ac- 
cording to a review of the year issued 
by the Liverpool “Journal of Commerce. 
Both Germany and Italy are still strug- 
gling with hull or cargo problems and 
the underwriting results are not yet 
safely out of the red ink columns. 


France 


In no market in Europe has so great 
an advance been made in cargo business 
as in France, where the new cargo 
policy of last October, instituted as a 
franchise calculated on series of 10,000 
francs, instead of 2,000 francs, which was 
the previous price, says the review. The 
new franchise, it will be seen, approxi- 
mates that of the British proposal, to 
which reference has been so frequently 
made in the past. During 1928 the 
Anglo-French hull agreement, by which 
underwriters in England undertake to 
accept only reinsurances on French 
hull business, has been supplemented by 
similar agreements with other countries 
and the work of improving French hull 
rates and conditions, which is the French 
part of this agreement, has continued, 
although there have been the inevitable 
incidents which appear unavoidable where 
international agreements are concerned. 

The French hull market has supported 
the British hull agreement of May with 
enthusiasm, and although some business 
was lost owing to the loyalty with which 
the agreement was observed, the market 
is probably no worse off for this. The 
French hull policy has been amended, 
certain undesirable clauses which used to 
be added being now eliminated, and the 
building risks tariff has been revised, 
while 2 new tariff has been framed for 
steam and motor trawlers. There has 
also been a new tariff for the West 
Coast of Africa and another for Madi- 
gascar trade during 1928. 

The French market looks forward dur- 
ing the coming year to dealing with the 
questions of concurrent fire insurance on 
shore, and “sweat and heating.” 


Germany 

Were it not for certain recent incidents 
the present writer would have no hesi- 
tation in stating that the German mar- 
ket had made progress almost equal to 
that of the French market during 1928, 
for while it was found impossible to 
make universal application of the hull 
agreement of last May owing to eco- 
Nomic conditions in Germany there is 
No doubt that German underwriters have 
obtained better hull rates and have done 
Much in the way of eliminating internal 
a well as foreign competition by their 
avowed policy of non-interference in “af- 
faires deplacees.” 

German cargo business appears to have 
Sone no better than that of any other 
Market, although in this connection it 
must be remembered that Germany, with 
her Baltic and inland water-borne trade, 
as some business very dissimilar to that 
With which English underwriters are fa- 
miliar, and deals with these risks on spe- 
Cialized lines. It is said by those well 
qualified to judge that the results of ma- 
tine underwriting in Germany will prove 
ar from satisfactory in the near future, 
and it is to be feared that the situation 

aS not improved as a result of the part 


which certain German concerns are play- 
ing in the affairs of the Italian market 
at the present time. : 

The present writer has the impression 
that there is a party in the German mar- 
ket which is entirely for underwriting 
on sound lines, and is prepared to go to 
great lengths in the way of co-opera- 
tion with other markets in order to ob- 
tain a better state of affairs; but that, 
as in other countries, there is also a party 
which aims only at its only immediate 
benefit, and. is prepared to sacrifice the 
general well-being to gain its own ends. 

Italy 

It is difficult to know what to say about 
the Italian market. Very recently the 
present writer has chronicled the failure 
to establish a united market under the 
hull Conzorio and the development of a 


third party which owes allegiance to’ 


neither of the national parties which are 
striving for the good of the business ac- 
cording to their own ideas. The situa- 
tion in Italy is wholly unsatisfactory, and 
is not likely to improve in the near fu- 
ture. During the past year it has been 
disturbed by the quarrels to which refer- 
ence has been made, while it is to be 
feared that the heavy losses of 1927 have 
been repeated during the past year. 

There is in Italy a project for a new 
form of hull policy, although how far 
this will materialize remains to be seen. 
A new building risk policy has been 
adopted, and standard clauses for lying- 
up returns, mine risks, classification, &c., 
have been drafted. During the year the 
Italian market adopted the London In- 
stitute, North America and Baltic war- 
ranties and agreements, but it is under- 
stood that these are being diregarded by 
the new party which has come into being 
as a result of the Conzorio dispute. 

Little has been heard of the Italian 
Cargo Convention, 1928, since it was 
framed, but presumably it continues to 
function, and while it deals with busi- 
ness on the somewhat complicated lines 
which appear unavoidable where Italian 
business is concerned, the scheme is fun- 
damentally sound, and should result in 
an improvement since its chief object is 
to prevent rate cutting and to preserve 
the business. of those coneerns which 
have held out in the past. 

The Italian market, apart from its in- 
ternal troubles, complains of excessive 
competition from German and Swiss com- 
panies, and an Italian underwriter re- 
cently expressed to the present writer 
the opinion that the time is ripe for the 
intervention of the International Union 
in curbing this tendency. It is difficult, 
however, to see how this could be done 
without the collaboration of the under- 
writing institutions in the countries con- 
cerned and obvious difficulties stand in 
the way of action of this nature. 


MARINE BOARD OFFICERS 





H. H. Reed Elected President To Suc- 
ceed C. R. Page; W. H. McGee Be- 
comes The Vice-President 

The Board of Underwriters (Marine) 
held its annual meeting last Thursday 
and the following officers were elected: 
President, Henry H. Reed; vice-presi- 
dent, W. H. McGee; secretary, J. E. 
Hoffman; treasurer, H. T. Chester; di- 
rectors (to serve until January, 1932)— 
C. R. Page, L. H. Reynolds and L. F. 
Burke. 

The following 
were elected: 

Membership—G. B. Ogden, J. E. Hoff- 
man, S. D. McComb. 

Correspondents—H. E. Reed, W. H. 
Jones, John F. Purcell, P. G. Craig, Har- 
ry Bird. 

Salvages—Albert Ullmann, A. G. Cas- 
sin, L. H. May. 

Averages and Arbitration—L. F. Burke, 
F. Maccabe, J. S. Gilbertson, P. G. Craig, 
G. Inselman. 

Adjustments—E. W. Murray, A. B. 
Grant, W. D. Phillips, L. Wagle, H. M. 
Du Four. 

Loading of Vessels—C. R. Page, S. D. 
McComb, H. H. Reed, H. T. Chester, 
Frank H Cauty, W. D. Winter. 

Inventions—J. H. Maloy, T. H. Allen, 
H. W. Beebe. 

Commissioners of Pilots—Cornelius 
Eldert, Douglas F. Cox, Lamar Hill. 


standing committees 





HARBOR OIL HAZARDS 





Fine Improvement Shown in New York 
Harbor and Danger Is Largely 
Elminated 

Superintendent William B. White of 
the bureau of surveys of the New York 
Board of Fire Underwriters last week 
issued a report on the oil hazard in New 
York harbor waters in which he says in 
part: 

“A complete reinspection of the wa- 
terfront of New York City indicates im- 
provement over last year and it can be 
stated that this hazard no longer exists 
to any serious extent. An exception is 
still Gowanus Canal, where conditions are 
bad. There is a heavy coating of oil 
on the bulkheads and on the water. The 
condition is also unsatisfactory at the 
Kerr Steamship Co.’s pier at foot of 
Fifty-seventh and Fifty-eighth streets, 
Brooklyn. This condition is due to 
leaky pumps of fuel oil barges supply- 
ing ships and land storage tanks. In- 
spector called the attention of the su- 
perintendent to the leaking condition of 
the pumps. 

“There are slight traces of oil on water 
at Piers 3 and 4, foot of Fifty-ninth 
street, Brooklyn, and a similar condition 
at Beard’s piers to the north of Robin 
& Todd’s dry dock. The dry docks in 
the Robbin & Todd’s property show a 
slight coating of oil, but other parts of 
the yard are in good condition.” 





APPLETON & COX, Inc. 


8 South William Street, New York 








AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 . 
Tokio Marine and Fire Insurance Co., Ltd., Tokio | 
Admitted Assets, $9,771,118.88 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 





WRITE FOR OUR AGENCY PROPOSITION 
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FOREIGN TRADE MEETING 





National Convention Will Be Held This 
Year at Baltimore, April 17 to 19; 
Expect 2,000 There 

The outstanding feature of our inter- 
national business last -year was the de- 
velopment in the export of American 
manufactured products to the _prepon- 
derating portion of 70% of our export 
trade, declares James A. Farrell in is- 
suing the call for the sixteenth National 
Foreign Trade Convention, to be held at 
Baltimore on April 17, 18 and 19 next. 
Mr. Farrell also strongly commends the 
“very encouraging progress both in ex- 
ports and imports in our trade with 
Latin America in recent years” to the 
special attention of Americans who are 
in earnest about our foreign commerce. 
The meeting will mark the first gather- 
ing of the foreign traders on the Middle 
Atlantic seaboard since 1922, when they 
met in Philadelphia. 

The program of the convention in- 
cludes one wholly new feature at these 
meetings. This is a conference of repre- 
sentatives of the thirty-five foreign trade > 
clubs, export managers’ associations and 
similar local groups of active foreign 
trade executives. The development of 
these local groups and of the foreign 
trade departments of local Chambers of 
Commerce, which now number over 
seventy, has been rapid in recent years. 
The convention will serve as their first 
recognized national meeting place to ef- 
fect national collaboration of these local 
groups in foreign trade policy and in 
stimulating more foreign trade activity. 

Informal sessions will also be held by 
groups of bankers, marine mnderwriters, 
credit, advertising. and traffic men and 
educators at foreign trade schools of 
business from all:over the country. 





Franklin Fire 


(Continued from Page 24) 
an ever-expanding number of other mu- 
nicipal centers. 

Nor was the optimism felt after the 
senior agency in Kentucky, ill founded, 
for each agency seemed almost imme- 
diately to prove itself a profitable ven- 
ture. This.is a monument both to the 
integrity of the men selected to head 
the various Franklin agencies and also 
to the sagacity of the Franklin execu- 
tives in their selection. 

C. J. Martin First Agent in N. Y. City 

This brief history would be incomplete 
without some mention of Charles J. Mar- 
tin, Esq., the first Franklin agent -in 
New York City. who resigned from this 
company in 1853 to accept a position with 
The Home Insurance Co., of that city. 
Later, Mr. Martin became president of 
the Home and, in 1879, was one of the 
speakers at the banquet given to com- 
memorate the fifticth anniversary of the 
Frenklin Fire. 

As an agent for the Franklin, however, 
we need record only the statement of 
affairs of his brief period with this com- 
pany to record. as well, his exceptional 
underwriting ability. Mr. Martin’s pre- 
miums (1849-1850) were $49,782.61. His 
losses and expenditures were $24,596.63. 





GERMAN FRANCHISE CHANGE 


The German Marine Underwriters’ As- 
sociation has framed an agreement by 
which underwriters undertake that the 
franchise of the policy with regard to 
marine and other perils shall also be the 
franchise applying to claims for pilfer- 
age. This move is viewed as construc- 
tive for it has become a bad practice for 
underwriters in covering theft and pil- 
ferage to pay claims under this cover 
in full irrespective of percentage though 
it is difficult to justify such a course. It 
is possible that London will follow this 
example set by Germany. 





FIRE CHIEF DIES ON DUTY 
Battalion Chief Charles S. Von Cleve 


of Binghamton, N. Y., died at a fire re- 


cently as a result of inhaliny smoke. 
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Standard Accident 
Offers 3 Instalment 
Plans To Its Agents 


MEETS DEMANDS OF THE FIELD 





Plan 1—Revised Rule 15; Plan 2—Bank 
Or Finance Co. Tie-up; Plan 3— 
Four Equal Payments 





The Standard Accident is among the 
first of the companies to offer to its 
agents the opportunity to sell automobile 
insurance on other than the annual basis. 


Following the announcement of the 
Travelers plan of instalment payments, 
the Standard circularized its field force 
for a consensus of opinion and found 
that while generally there was opposition 
to the idea, the pressure from agents in 
some sections of the country demanded 
home office co-operation. 

Accordingly the company put into ef- 
fect a short time ago three alternative 
plans, details of which have gone out to 
the field. Plan No. 1 is the revised rule 
15 of the automobile manual, providing 
a method of writing short term policies 
and extending such policies at their ex- 
piration with the 10% penalty charge re- 
moved. It permits the issuance of short 
term policies and their extension by en- 
dorsement. This plan may not be used 
on Massachusetts compulsory insurance 
nor on any statutory policy where the 
expiration date must be co-terminous 
with. the license period. 

Under Plan No. 2 the agent arranges 
with a bank or finance company to dis- 
count the assured’s notes for the entire 
premium. This method has already been 
found satisfactory in actual practice by 
various agents throughout the country 
and may be used anywhere on any type 
of policy. The Standard Accident sug- 
gests to its agents to submit the plan 
they adopt so that the company may co- 
operate. 

May Pay In Four Instalments 


Plan No. 3 has as its basis the pay- 
ment of the premium in four instalments. 

The first instalment—25% of the an- 
nual premium—is due upon delivery of 
the policy. This premium pays for 
thirty-nine days of insurance. The sec- 
ond instalment—25% of the annual pre- 
mium, is to be paid thirty days after 
the policy date. This premium pays for 
eighty-one additional days of insurance 
and for the two instalments the total 
insurance period is 120 days. The third 
instalment—also 25% of the annual pre- 
mium—is to be paid sixty days after the 
policy date, which premium pays for 
ninety additional days of insurance; for 
the three instalments the total insurance 
period is 210 days. The fourth instal- 
ment—25% of the annual premium—is to 
be paid ninety days after the policy date, 
which premium pays for 155 additional 
days of insurance; for the four instal- 
ments the total insurance period is 365 
days. 

The company makes no charge for this 
extra service, leaving it up to agents to 
collect for their own account whatever 
they deem necessary to cover the addi- 
tional expense of accounting and collect- 
ing. It is emphasized that this service 
charge must not appear in the policy. 


Commissions are to be deducted only 
from each instalment as paid. 


No Flat Cancellations 


In case the instalments are not paid on 
or before the date due, cancellation no- 
tice goes out immediately to the assured 
and policies so cancelled will not be re- 
instated. Instead a new policy is issued. 
No flat cancellation will be permitted. 

It is further necessary under this plan 
that agents on collected basis on the last 
day of each calendar month shall make 
special reports to the company of all 
premiums due during that month. This 
report shall be accompanied either by re- 
mittanee for the premium or by a copy 
of the cancellation notice. 

If the agent desires to advance to the 
company instalments on behalf of the 
assured, the company will regard such 
payments as collected and will not there- 
after refund to the agent any portion of 
the premium except on the basis of short 
rate cancellation. Agents are personally 
liable to the company for the earned pre- 
mium on the short rate basis for the 
time the policy is continued in force, in 
the event of failure to collect the first 
instalment on delivery of the policy. 

Two methods are put at the disposal 
of Standard agents who report on an ac- 
count current basis. They may follow 
the plan as outlined for agents on a col- 
lected basis, making special monthly -re- 
ports and remittances. Or they may is- 
sue policies bearing the endorsement spe- 
cified under the plan and enter in their 
account current for the month of issu- 
ance the full annual premium and re- 
mit this premium on the date of remit- 
tance, as provided in their contract. Any 
adjustment for cancellation of policies so 
entered shall be made on the short rate 
basis for the time the policy was actu- 
ally in force. No flat cancellation shall 
be permitted. 





GRAHAME’S SHOULDER BROKEN 





Slipped on His Front Porch Last Satur- 
day; Globe Indemnity Dinner Post- 
poned Until His Return 


Thomas J. Grahame, vice-president, 
Globe Indemnity in charge of its New 
York office, met with an unfortunate 
accident last Saturday afternoon when 
he fell on his front porch and broke his 
shoulder. With his shoulder now in a 
plaster paris cast, Mr. Grahame is doing 
as well as can be expected this week. 

Mr. Grahame’s accident necessitated 
the postponement of a dinner affair 
which the New York office of the Globe 
Indemnity had planned for last night. 
The date will be moved ahead until Mr. 
Grahame is back at the office. 


BREEN JOINS MAYFLOWER 


Edward Breen has joined the May- 
flower Fidelity & Casualty as superin- 
tendent of its claim department. Mr. 
Breen has been with the Globe Indem- 
nity, Aetna Casualty & Surety and Com- 
mercial Casualty. 


RESIGN AS DIRECTORS 
George R. Packard of Stokes, Packard, 
Haughton & Smith, Philadelphia, and 
Ralph L. Freeman, president, Lumber- 
men’s Insurance Co., Philadelphia, have 
resigned as directors of the Independ- 
ence Indemnity. 





























Three States Get Cuts 
In Automobile Rates 


NEW YORK, OHIO AND MAINE 





Reductions Apply Only to Auto Liability 
and P. D. on Pleasure Cars; 
Deemed Justified 





New York, Ohio and Maine were given 
the benefit of reduced rates on automo- 
bile liability and property damage on 
Monday by the National Bureau of Cas- 
ualty & Surety Underwriters. The new 
rates show reductions from the present 
rates varying from 5.9% to 20.9%, ac- 
cording to territory. The revisions at 
this time apply only to pleasure cars 
privately owned and in the specified 
states. It is emphasized by the Bureau 
that no policy effective prior to Janu- 
ary 28, shall be endorsed or cancelled 
and rewritten to take advantage of, or 
avoid the application of the new rates 
except at the request of the assured and 
at the customary short ‘rates charged. 
The feeling “on the street” is that the 
reductions are justified. 

Saving of $6,000,000 to N. Y. Drivers 

In New York City territory the new 
automobile liability rates show a decrease 
of 16.1% while the property damage rates 
are 5.9% lower. In the suburban New 
York district a rate reduction of 181% 
has been made in automobile liability and 
20.4% reduction in property damage. Fhe 
entire state will enjoy a reduction aver- 
aging 12.5% on automobile liability and 
10.6% on property damage. 

The revised rates for Ohio averaged 
as to the entire state give a reduction 
as to previous existing rates of 11.2% for 
automobile liability and 20.9% for prop- 
erty damage. 

The revision of rates for Maine con- 
sists of re-establishing the rates in force 
there prior to December 12, 1927, and 
thus bringing that state’s automobile 
rates in line with those in New Hamp- 
shire and Vermont, which were restored 


to the level of that date as the result — 


of a court order. 

The new rates for the New York City 
area, as set forth in the revised manual 
of the. National Bureau, are as follows: 


New York City N. Y. City Sub. 
Syme! Pa Ee: Pas 22D: 
Ws: (S24 $35 $10 
X 110 30 44 13 
¥ 110 30 56 17 


When the official reductions for New 


York state were made known by Albert 
Conway, state superintendent of insur- 
ance, it was featured that pleasure car 
owners would save approximately $6,000, 
000, due, in a large measure, to the ef- 
forts of the New York Insurance De- 
partment. Mr. Conway pointed out that 
the Department has for some time past 
taken issue with the principal rating or- 
ganization on the subject of the basis of 
making these rates, contending that a 
reduction was in order. 





DRIVE IN MOORHEAD’S HONOR 





U. S. Casualty Forces Participating in 
Radio Campaign; Letters to Them 
Take Form of Broadcasts 


A unique production campaign is now} 


being conducted by agents of the United 
States Casualty in honor of Donald St 
C. Moorhead, secretary of the company. 
The plan is to submit all business up 
until February 10 with a “radio cam- 
paign” sticker attached to which reads 
“complimentary to Don Moorhead.” 

Agents of the company have received 
since the drive started radio broadcast 
messages from George R. Fulton, field 
secretary; Edson S. Lott, president, and 
James J. Meador, vice-president. They 
are written in a human interest fashion 
and show originality. Mr. Lott’s broad- 
cast takes occasion to congratulate the 
field force for more than a million dollar 
gain in new business during 1928. He 
says in closing: “The music I like is 
made by applications for new business 
arriving at this office—strike up the 
band!” 





NEW ST. LOUIS COMPANY 


The Southern Reinsurance Corp. is 
being formed in St. Louis to write 
casualty and surety lines and reinsur- 
ance. Application for a charter has beet 
filed with the Missouri Department by 
Lon W. Harlow, St. Louis manager 0 
the Southern Surety. O. W. Huncke, 
general agent, Southern Surety at Chr 
cago, is another incorporator. 





FILES BILL TO RAISE CAPITAL 


The Century Indemnity presented a bill 
to the Connecticut general assembly last 
week to increase the authorized capital of 
the company from $1,000,000 now out- 
standing to $10,000,000. The stock o 
the Century is wholly owned by Aetna 
(Fire). 
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Michelbacher Explains 
: Auto Rate Making 


‘HIS TALK TO N. Y. .AGENTS 





Emphasizes They Are Result of Scien- 
| tific Treatment; Guess Work Elimi- 
nated; Ryder Answers Questions 





The making of casualty automobile 
ates was presented to the regional meet- 
‘ing of the New York State Association 
lof Local Agents last week at the Hotel 
‘Astor, N. Y., by G. F. Michelbacher, 
vice-president, Great American Indem- 
nity. Early in his talk Mr. Michelbacher 
took up the three tests to be met by 
rate making methods which were: (1) 
Consistency—so that the plan of rate 
making is reasonably fixed and rates de- 
veloped in accordance with uniform prin- 
ciples which do not unduly change. 

(2) Responsiveness—the cost of insur- 
ance is subject to fluctuation on account 
of changing conditions, such as traffic 
conjestion, greater verdicts, etc. Further- 
more, rates must reflect these changes 
with reasonable fidelity and facility. (3) 
Stability—this test dictates the necessity 
of reflecting trends in cost gradfially so 
that disturbance to carrier and policy- 
holder may be avoided. Mr. Michelbach- 
er thought it was undesirable for rates 
to change so often or in such degree as 
to: warrant the criticism that the plan 
of rate making was erratic. 


Called Price Fixing 


The speaker characterized rate making 
as price fixing but the problem in insur- 
ance, he said, differs in an important par- 
ticular from the corresponding problem 
in other business enterprises. In the 
grocery business, for example, the cost 
of each item is known to the merchant 
‘before the price to the purchaser is fixed. 
In the insurance business the price is 
frxed (and in the case of stock compa- 
nies guaranteed) before the cost is 
known. 

To give an idea of the preparation ne- 
cessary for rate making, Mr. Michel- 
bacher pointed out that the first steps 
are taken in company offices where the 
experience is accumulated and_ re- 
ported to the National Bureau. Auditing 
and combining of such experience fol- 
lows, being subjected to actuarial and 
Statistical processes in the Bureau. Next 
comes interpretation of the rates by the 
Bureau staff and committees, after which 
the Insurance Departments give their ap- 
proval and the rates are filed in the vari- 
ous states. 

Coming to the steps necessary in the 
Tate making process, Mr. Michelbacher 
said that a review of the combined na- 
tional experience for the latest three or 
four policy years must first be made and 
factors selected which establish relativity 
between different classes of cars. These 
factors must be utilized in individual ter- 
Mitories to obtain rates for individual 
Classifications. Then follows the group- 
ing of territorial experiences into homo- 
geneous units, the governing principle 

ting the utilization of local experience 
to the maximum extent consistent with 
dep: udability. He ‘placed the minimum 
at a 5,000 car exposure while the formula 
weighs dependability up to a maximum 
limit of 50,000 car exposure, where self- 
rating begins. 

Pure premium selections with regard 
to trends and local conditions is the 
Next step, following which tests are 
made to make certain that selected pure 
Premiums and a comparison made of in- 
dicated rates with established rates. 

. The final test, said the speaker, is the 
Inclusion of the factor to the balance 
sO that the trend factor may be intro- 
duced. Application of the classification 
telativity is also made to determine in- 
dividual rates. Emphasis was placed on 
the fact that rates were largely the re- 
sult of scientific treatment wherein the 
€xperience used represented cold, hard 

















paresis vs 


ORGANIZED 1886 


Nortn AMERICAN AccipeNT INSURANCE (0 
ee Wo 0 4010) .@-3. mG 


AGENCY OPENINGS [N 
44 STATES 


rAROGRERR 





CHICAGO 


























facts, developed and combined by experts. 
Guess work is eliminated to the maxi- 
mum degree, of course, in the very na- 
ture of the problem, said Mr. Michel- 
bacher, some element of judgment. re- 
mains. 

Barrage Greets Ryder 

Ambrose Ryder, assistant vice-presi- 
dent in charge of the automobile de- 
partment of the Great American Indem- 
nity, took the floor to answer questions 
of agents after Mr. Michelbacher had 
concluded his talk. Mr. Ryder came 
safely through the barrage directed at 
him. Whenever the agents have’ a rat- 
ing man on the platform who is willing 
to submit to interrogation they usually 
give him a good ride and Mr. Ryder was 
no exception. 

For the most part Mr. Ryder was call- 
ed upon to defend specific automobile 
rates. One of the first was: Why does 
the new six cylinder Chevrolet carry the 
same liability rate as a Buick, a more 
expensive car? Mr. Ryder said the com- 
panies must draw a line somewhere in 
classifying cars and the Chevrolet has 
just come over the line on the wrong 
side from the agents’ viewpoint. 


He was also asked why in some of 
the suburban towns a car owner on one 
street pays the high metropolitan rate 
for liability while his neighbor on the 
next block gets a much lower rate. Mr. 
Ryder said the companies could have a 
multitude of different rates and make 
each change gradual, but it was far 
simpler and more satisfactory to have 
few rate classifications. Those car own- 
ers who live along the border line, he 
thought, did have justification for kick- 
ing, but as the rate changes had to be 
made at some particular place the Na- 
tional Bureau could not do different than 
it has. 





AUTO LIMITS INCREASED 

The Mayflower Casualty has notified 
its agents that beginning today on all 
automobile policies in which the auto- 
mobiles are described as pleasure cars, 
the company will write coverage for $25,- 
000 first limit, $50,000 second limit, for 
the same cost as quoted in the manual 
for the $10,000 first limit, $20,000 second 
limit. The rates will not apply to pleasure 
cars which may be included in schedules 
with commercial cars. 
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Nat'l. Surety Promotes 
Four In Agency Dep't. 


WOODCOCK GETS BIGGER JOB 





Drake Made Assistant V.-P.; Widmann 
Office Manager; Dr. Battin to 
Edit Publications 





Starting February 1, important changes 
will become effective in the agency de- 
pariment of the National Surety which 
will be under the immediate jurisdiction 
of E. A. St. John, president of the com- 
pany, and E. M. Allen, executive vice- 
president. Foremost among the promo- 
tions is H. B. Woodcock, now assistant 
agency director, who will become assis- 
tant vice-president in charge of the ad- 
ministrative division of the department. 
Mr. Woodcock’s duty and responsibility 
will be the appointment and establish- 
ment of producing agents and branch of- 
fice managers nationwide. 

Sherman Drake, of the development 
division of the burglary department, will 
become assistant vice-president in charge 
of the business development division of 
the department. He will co-operate with 
agents and managers throughout the 
country to develop a properly balanced 
production at all points in all lines writ- 
ten by the company. 

William Widmann will become assis- 
tant secretary and office manager of the 
department. He will be in charge of 
the routine work, co-operating with both 
assistant vice-présidents and with the 
other departments. 

Dr. B. F. Battin will assume the edi- 
torial work of “Let’s Go,” the “Round 
Table,” and other publications. J. A. 
Gernhardt will remain as art editor of 
“Let’s Go” and of the company. C. A 
Mathews, present agency assistant, will 
continue in that position. 

In working out these changes, which 
the National feels to be in the interest 
of increased efficiency, it has not been 
necessary to go outside of the organiza- 
tion for the men to place in positions of 
responsibility and trust. 





GOOD YEAR FOR GEORGIA CAS. 





Increased Assets By $250,000 And Sur- 
plus By $625,000 During Readjust- 
ment Period 

After a year. of readjustment under 
the leadership of Harry C. Mitchell, the 
annual financial statement of the Georgia 
Casualty shows the company to be in a 
better position than a year ago. Con- 
siderable time was spent by the new 
administration in liquidating claims and 
reorganizing the organization. During 
the year stockholders paid in $250,000 ad- 
ditional capital and $625,000 additional 
surplus, thus indicating their confidence 
in the new regime. 

The admitted assets now amount to 
$3,523,182, an increase of $35,918. The 
reserve for claims is now $766,764, a de- 
crease of $135,672. The unearned pre- 
mium reserve is $926,663, a decrease of 
$51,056. - Other liabilities increased about 
$10,000 during the year. 

The capital is now $750,000 and the 
net surplus is $903,458, an increase of 
$291,258. This gives a surplus to policy- 
holders of $1,653,458, or $541,259 more 
than a year ago, while the liabilities are 
$187,064 less than a year ago. 








REMOVAL NOTICE 





FRANK G. TURNER 
Councellor at Law 


Formerly of Jersey City, N. J. 
(Specializing in casualty, negli 


gence and_ general insurance 
litigation) will be located after 
December 1, 1928, at 
Federal Trust Bldg. (7th Floor) 
20 Clinton St. Newark, N. J. 


Tel. 3146 Market 
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Firemen’s-Commercial 
Casualty Affiliate 


(Continued from Page 32) 

will continue to do so. It has long fol- 
lowed the definite practice of paying its 
dividends out of its earnings from in- 
vestments (without reference to under- 
writing results) and for five years prior 
to 1928 its average dividend compared 
to the average accruing investment in- 
come has been 64.90%. A more conser- 
vative policy cannot well be imagined. 

“The Firemen’s has stockholders in 
practically all states and in number it 
has approximately 10,000. It is interest- 
ing to note that only about 40% are in 
New Jersey. Adding to this the present 
Commercial Casualty stockholders will 
give a stockholders’ list approximating 
12,000. This is probably by far the larg- 
est fire insurance company stockholders’ 
list in the United States. The group of 
companies as now constituted has over 
30,000 agents in the United States. 

Called Non-Conflagraton Proof 

“It is proper also to state that the 
group of fire companies with which the 
Commercial Casualty is now affiliated is 
contlagration proot. That is to say, if 
the entire group liabilities from fire in 
tue so-called conflagration district of any 
city were to become payable they could 
be promptly paid out ot the net surplus 
of the Firemen’s alone and leave that 
company with a very handsome net sur- 
plus with which to continue business, 
without the necessity of asking its stock- 
holders to refinance it. 

“In importance no individual company 
transaction in insurance has exceeded it, 
and if it be taken in connection with the 
Milwaukee Mechanics’ affiliation now in 
course of completion, then it becomes 
one of the greatest (if not the greatest) 
insurance transaction ever consummated 
in the United States. 

“It is needless to say that the capital 
structure and corporate identity of the 
Commercial Casualty will undergo no 
change. The officers continue and the 
company will pursue in the future its 
present aggressive policy. It is unneces- 
sary to say that both the Commercial 
Casualty and its new affiliates have full 
confidence in the ability and integrity of 
the present home office and field man- 
agement. It can therefore be definitely 
stated that the home office staff and field 
staff, including branch managers and all 
employes of the company, will continue.” 

The transaction was negotiated by 
President Feigenspan and Vice President 
Winton C. Garrison, Commercial Casual- 
ty; and President Bassett, Firemen’s. 


ACQUISITION COST 








Superintendent Conway Tells N. Y. City 
Committee He Will Carry Out 
Rules It Has Adopted 

At a meeting of the New York City 
Agency Committee on Acquisition Cost 
this week Superintendent Conway was 
invited to attend. At the meeting he 
said he was sympathetic with acquisition 
cost regulation in casualty insurance and 
promised to carry out the rules the com- 
mittee had adopted on the subject. Colo- 
nel Francis R. Stoddard, Jr., was also at 
the meeting. 


NEW STOCK ISSUE APPROVED 

Commonwealth Casualty stockholders 
have approved the proposed increase in 
the capital stock of the company of 40,- 
000 shares at $10 par. When completed 
the total capitalization will be $1,500,000. 
Stockholders will be offered the new 
stock on the basis of four shares for each 
stag shares of the old held at $25 a 
share 





STARTS SURETYSHIP COURSE 

The Hudson Casualty is giving a course 
by mail in suretyship under the super- 
vision of Henry S. Pettit, manager of 
fidelity and surety lines. Mr. Pettit is 
co- -author of a book on the subject which 
is published by The Eastern Under- 
writer Co. 


TRAVELERS NEW COVER 


Known as Modern Accident Policy; Has 
Principal Sum Benefits Ranging From 
$5,000 to $50,000 

Because high speed, serious injuries 
and high hospital, surgical and medical 
fees have made many existing accident 
policies deficient in affording their 
holders adequate protection, The Trav- 
elers has made known a new policy 
which provides not fixed indemnities but 
reimbursement for medical, surgical, hos- 
pital and nursing expenses incident to 
an accident, as well as liberal weekly in- 
demnities for disabilities and generous 
lump sum payments for death or dis- 
memberment. 

This policy is known as the “Modern 
Accident Policy.” It will be put on the 
market immediately, providing principal 
sum benefits ranging from $5,000 to $50,- 
000, and the regular weekly benefits from 
$25 to $250 in addition to the reimburse- 
ments benefits which run from $500 to 





$10,000. 

The $10,000 principal sum—$50 weekly 
benefit policy with a $1,000 reimburse- 
ment benefit, will cost $60 for lawyers, 
bankers, office executives and_ similar 
risks. The same policy with $2,000 re- 
imbursement benefit will cost $70. The 
principal sums or fractions thereof are 
paid for death or dismemberment. The 
weekly indemnity is payable for total 
disability and a weekly indemnity of 40% 
of the total disability indemnity is pay- 
able for partial disability. There is also 
the usual double indemnity clause apply- 
ing to both principal sum and weekly in- 
demnities, elective benefits for a list of 
specific dislocations or fractures or the 
loss of one or more fingers or toes, and 
identification and registration benefits of 
$100. 


WILLARD L. CASE RESIGNS 








Has Been Vice-President of Independ- 
ance Indemnity Simce 1924; Future 
Plans Not Announced 


Willard L. Case, vice-president and di- 
rector, Independence Indemnity, resigned 
this week after having been an officer of 
the company since 1924. He has not as 
yet announced his plans for the future 
but expects to remain in Philadelphia. 

Mr. Case was by profession a civil 
engineer and before joining the Inde- 
pendence Indemnity conducted a prac- 
tice of his own in New York City, his 
principal commissions coming from banks 
and financial institutions in connection 
with their supervision of large industrial 
and commercial undertakings. For some 
time he was treasurer and a director of 
the Yale & Towne Manufacturing Co., 
and was himself engaged in manufactur- 
ing operations. He is a man of wide 
executive experience. 


A. E. SHARPE PROMOTED 








Made Casualty Underwriting Manager in 
Equitable Casualty and Surety; 
His Career 


A. E. Sharpe has been promoted by 
the Equitable Casualty & Surety as 
manager of casualty underwriting at the 
home office. He started his career with 
the National Bureau of Casualty & 
Surety Underwriters in 1914. After seven 
years with the bureau during which time 
he advanced to the branch managership 
in Portland, Me., and other cities, Mr. 
Sharpe went into the Boston brokerage 
field. He then connected with the Lon- 
don Guarantee & Accident at New York, 
remaining with that company until last 
June when he joined the Equity Casualty 
& Surety. 





RETURNS FROM HONEYMOON 

Milton J. Gimber, manager, bank bond 
and burglary department of the Fidelity 
& Deposit in Newark, returned last week 
from his honeymoon in Bermuda. Mr. 
Gimber was married early in January to 
Miss Louise M. Weston, daughter of 
Mr. and Mrs. George Weston of West- 
field, New Jersey. The newlyweds are 
making their home in Plainfield, N. J. 
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CAN’T PROTEST SUIT 
Company Entered in State Must Accept 
Service There; Commercial Casu- 
alty Loses 

An insurance company entered in a 
state must accept service there, the Su- 
preme Court of the United States has 
ruled. 

The Consolidated Stone Company, an 
Indiana corporation, brought suit against 
the Commercial Casualty, a New Jersey 
corporation, in the United States District 
Court at Youngstown, Ohio. The insur- 
ance company had qualified to and did 
conduct business within the state of 
Ohio and within the district where the 
action was brought. Summons were 
served on the company’s process agent, 
and this summons was forwarded to the 
home office of the company in New Jer- 
sey. Through neglect the insurance com- 
pany did not defend the suit, and judg- 
ment was rendered against it by default. 

After judgment was rendered, the in- 
surance company moved to vacate the 
judgment on the ground that, since 
neither corporation resided in Ohio, the 
court had no personal jurisdiction over 
the corporation. The stone company 
maintained that since the insurance com- 
pany was a foreign corporation, and in 
order to be allowed to do business in the 
state, had consented that process against 
it may be served within the state, it was 
not in a position to question the jurisdic- 
ticn of the court. 





STOPS SALE OF STOCK 


Albert Conway, New York superinten- 
dent of insurance, has notified the bank- 
ers who last week publicly offered 29,450 
shares of Federal Surety at $45 per 
share, that such public offering must be 
discontinued. Mr. Conway said that no 
further offering of the stock is to be 
made in New York state under present 
conditions. 

This action was taken under the pro- 
visions of section 66 of the New York 
insurance laws, generally known as the 
“blue sky” section. The Department as- 
serted that the section quoted prohibited 
public offerings of stock of companies in 
other states even where such stocks had 
been purchased outright and owned by 
the bankers, unless the company had 
complied with the conditions prescribed 
by the laws of New York state. 





RICHMOND BUS RULING 


Freight trucks operating within the 
city of Richmond, Va., are not required 
to carry liability insurance in order to 
be issued state licenses, according to a 
ruling of Attorney General John R. 
Saunders. But all passenger busses, op- 
erating either in or out of the city, or 
both, and all freight carriers not operat- 
ing exclusively within the city must 
carry such insurance in order to obtain 
a state license. 





RADCLIFFE ON COMMITTTEE 


George L. Radcliffe, first vice-president 
of the Fidelity & Deposit, has been ap- 
pointed a member of a special committee 
of the National Crime Commission, re- 
cently named by Newton D. Baker, the 
chairman, to study the problem of the 
payroll holdup and report back a solu- 
tion. 


SPLENDID YEAR FOR U.S. F. &¢. 


Made Underwriting Profit of $1,347,008, 

Gained $9,244,416 in Assets; $2,472,350 

Jump in Surplus 

The annual statement of the United 
States F. & G., which is always awaited 
with interest by the casualty fraternity, 
indicated that in 1928 the company made 
an underwriting profit of $1,347,000; 
rolled up a net premium income of $42, 
072,693, an increase of $1,216,595 over 
1927; and now has total assets of $69,045, 
139, a gain of $9,244,416. To make the 
picture look even brighter for R. Howard 
Bland, president of the company, and his 
associates, there was added to the sur 
plus from operations $2,472,350, as com- 
pared with $546,617 in 1927. The total 
credits from underwriting and_ invest- 
ments were $4,457,702 as contrasted with 
$3,888,876 the previous year. 

At the meeting of the stockholders last 
week Morton M. Prentis, president, First 
National Bank of Baltimore, was added 
to. the board of directors. Promotions 
were awarded to five, being Charles M. 
Conlon, formerly assistant secretary, and 
Dr. John W. Martin, elected to vice 
presidency. Robert H. Sayre and William 
A. Sehlhorst were made assistant secre- 
taries and Thomas P. Stran, Jr., assistant 
treasurer. 

Further action of the board was the 
declaring of the first dividend on the new 
$10 par stock of 50 cents a share, thus 
putting it on a $2 annual basis or 20%. 
This dividend is payable February 15 to 
stockholders of record January 31. 


PLAN BIG AUTO DRIVE 


Standard Accident to Devote March, 
April and May to It; To Feature 
the Agent 

The Standard Accident is planning 4 
drive for automobile insurance during 
March, April and May of this yeat. 
Plans for the campaign, according to C. 
E. Rickard, advertising manager, are 
being guided by the information received 
and opinions expressed in the answers to 
a questionnaire sent to the company’s 
agents. 

These answers indicated that 99% of 
the 479 Standard agents who returned 
questionnaires believe in advertising; 
95% have found advertising profitable to 
their business in the past and 93% be- 
lieved in the productiveness of speci 
drives during certain seasons of the yeat. 

While the majority of replies to the 
questionnaires stated that no criticism 
could be made on past campaigns, | 
of those agents who had suggestions t0 
offer felt that the literature for the com- 
ing automobile drive should emphasizt 
to a greater extent the individual service 
of the agent—that is ,to give prominence 
to the agent rather than to the Stan lard. 


NEW POST FOR F. J. KEHRLI 
Fred J. Kehrli has joined the easter 
department of the Southern Sureiy 4 
superintendent of fidelity and surety line! 
in the metropolitan territory. He wa 
formerly with the Metropolitan Casualty: 


APPOINTS D. A. FISHER, INC. 
The Southern Surety has appoint« d 
A. Fisher, Inc., as its general agents for 
all lines in Memphis. This agency is one 
of the oldest and most substantial 

that city. 
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Instalment Payments 
Is Agents’ Problem 


BENNETT’S THEME IN TWO TALKS 





National Association Executive Critical 
of Travelers Plan; Says Finance Co. 
Is Inevitable 





Walter H. Bennett, secretary-counsel 
of the National Association of Insurance 
' Agents, takes a constructive attitude in 
regard to the new instalment premium 
plan of the Travelers. Speaking last 
week at the regional meeting of the 

New York State Association of Local 
Agents at the Hotel Astor in New York 
and again this week at the annual dinner 
of the Insurance Club of Pittsburgh, Mr. 

Bennett scored those who were inclined 

to howl just because one company had 
stepped out a little in front of the pro- 
cession and brought forth a new com- 

petitive inducement. 

“The Travelers plan,” declared Mr. 
Bennett, “is not going to put agents out 
of business; on the contrary it ought to 
be an incentive to be eagerly seized upon 
and turned to the advantage of every 
agent, either by proving its fallacy, if it 
is fallacious, or taking advantage of a 
new order of things, if it is sound and 
in the interest of the insuring public.” 

Opposed by Majority of Agents 
Mr. Bennett referred to a question- 

naire conducted by the National Asso- 
ciation among its members as to their 
opinion of instalment payments. Out of 
the three hundred replies received, fif- 
teen were neutral, fifty favored the idea 
and the balance were opposed. His re- 
action to this test was that the insur- 
ance business was not ready yet for the 
payment of premiums by instalments; 
that it lends itself more readily to a 
cash operating basis. 

But since the Travelers plan is already 
operative he does not believe that the 
other companies are going to sit back, do 
nothing, and lose business thereby. Al- 
teady, he pointed out, there has been a 
scurrying hither and yon by other com- 
panies, “to meet the competition.” No 
unanimity of action is apparent; and di- 
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N. Y. Agents’ Meeting 


(Continued from Page 22) 


by the National Bureau of Casualty & 
Surety Underwriters; arranging with a 
bank or finance company to discount the 
assured’s notes for the entire premium; 
four equal instalments, the first upon de- 
livery of the policy, the second thirty 
days from policy date, the third sixty 
days from policy date, and the fourth 
ninety days from policy date. The Stand- 
ard, said Mr. Dodge, is not making a 
charge for this extra service but agents 
may collect for their own account what- 
ever amount they deem necessary to 
cover the additional expense of account- 
ing and collecting provided this charge 
did not appear in the policy. It was 
also intimated that other companies were 
soon to release plans of their own which 
would be optional with the agents. 


Finance Charge Between 25 and 50 Cents 


In reply to a question of how cancel- 
lations of policies were effected when an 
assured declined to meet a monthly pay- 
ment, President Dodge explained that the 
finance company would immediately re- 
turn the policy to the agent who wrote 
it and ask for a return of the amount 
still due the finance company upon its 
original advance to the insurance com- 
pany. The local agent then could either 
go through with the cancellation with the 
insurer and secure his return premium 
or he could, if he so desired, extend cred- 
it himself to the assured. In any event, 
the finance company would be out of the 
picture. 

Every assured paying his premiums 
on time, Mr. Dodge explained, will sign 
a note at the outset that he will pay 
20% of the premium down, 10% each 
month for five months and 5% each 
month thereafter. This, he said, gave 
the finance company a short rate pre- 
mium in advance for each month and it 
would lose nothing by failure of a pol- 
icyholder to meet a payment. 

Mr. Dodge estimated that the time 
payment assureds would have to pay 
the full premium on the insurance, plus 
about 6% on the money borrowed, plus 
a small finance charge, tentatively set 
between twenty-five and fifty cents a 
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miums, it being pointed out that the 
service charges are about equal for all 
policies and therefore the large poli- 
cyholder should pay less in proportion. 

Stock in the State Association Service, 
Inc., will consist of 5,000 shares of class 
A stock, non-voting, which will be sold 
to agents for $20 a share. Dividends of 
6% will be paid. There will also be ten 
shares of class B stock, which will have 
the voting power, and this stock will be 
trusteed with the successive executive of- 
ficers of the association. When the fi- 
nance company is formed a managing 
director will be appointed. It is not 
planned to have profits upon this busi- 
ness, the institution being run at cost 
for the convenience and service of agents 
who feel that they must extend instal- 
ment credit facilities to certain of their 
assureds. : 





E. F. HALL, JR., PROMOTED 

Promotion of E. F. Hall, Jr., to the 
post of district engineer for the Rich- 
mond branch office of the United States 
F. & G,, effective February 1, is an- 
nounced by B. Conway Taylor, branch 
office manager. Mr. Hall succeeds Frank 
M. Richey who died suddenly several 
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CANADIAN POST FILLED 





N. Y. Indemnity Appoints E. J. Walsh 
As Its Managing Director For Do- 
minion; Leaves Canadian Surety 
The New York Indemnity has appoint- 
ed as its managing director for Canada, 
Edward J. Walsh who for a number of 
years has been superintendent of agen- 
cies and production manager for the 
Canadian Surety Co., with headquarters 

at Toronto. 

Mr. Walsh has an acquaintance among 
agents and brokers which extends from 
Halifax to Victoria and so brings to his 
new work a wide knowledge of the needs 
of the public and agents in matters of 
insurance. Originally an American, he 
has resided in Canada for the last six- 
teen years and served successively as 
special agent, branch manager and su- 
perintendent of agencies for the Cana- 
dian Surety. 

The New York Indemnity Co. will es- 
tablish branch offices at Toronto and 
Montreal and agencies throughout the 
Dominion writing all the lines it writes 
in this country except workmen’s com- 
pensation. 
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E. J. HALLIGAN IN NEW POST 





Elected Assistant Secretary of Standard 
5. C. in Close Association With 
Vice-President English 
Edward J. Halligan, formerly with the 
Metropolitan Casualty, has joined the 
Standard Surety & Casualty as assistant 
secretary. His duties will embrace surety 
underwriting problems and he will work 
in close association with John R. Eng- 
lish, former New York manager of the 
Metropolitan, and now vice-president of 

the Standard Surety & Casualty. 

For eight years prior to 1916 Mr. Halli- 
gan was superintendent of construction 
for the Hassam Paving Co. of Worces- 
ter, Mass., where the practical experi- 
ence formed a splendid background. in 
connection with his next work in the 
contract bond department of: the United 
States F. & G. Upon leaving that com- 
pany he joined the surety organization 
of the Massachusetts Bonding and re- 
signed to accompany George E. Hayes 
who assumed the vice-presidency of the 
Union Indemnity. 

In 1926 he became associated with the 
New York office of the Metropolitan 
Casualty as superintendent of its metro- 
politan surety department. In his new 
work he continues his association of 
nearly three years with Mr. English. 





TAYLOR ELECTED PRESIDENT 
Has Been Gen’l Manager of Federal 
Surety Since Inception; Will Co-oper- 

ate with N. Y. Dep’t in Sale of Stock 

W. L. Taylor, vice-president and gen- 
eral manager of the Federal Surety of 
Iowa since its inception, was elected 
president of the company at its annual 
meeting this week. He succeeds C. B. 
Schuler who becomes chairman of the 
board. Dr. G. E. Decker, F. B. Yetter 
and Charles Pausner were named vice- 
presidents; T. G. Lorenzen, secretary- 
treasurer. Par value of the shares of 
the company have been reduced from 
$25 to $15 a share. 

In reference to the decision of Super- 
intendent Conway of New York not to 
allow the public sale of the Federal’s 
new stock in this state, President Tay- 
lor says the matter has been referred to 
attorneys for the bankers and the Iowa 
Department. He is willing to co-operate 
with the New York Department in meet- 
ing the requirements laid down by the 
new commissioner. 





COMPENSATION BILLS PROPOSED 

Two workmen’s compensation bills 
have been introduced in the North Caro- 
lina legislature, one sponsored by labor 
interests and the other by manufacturing 
interests. This state is one of the few 
without a compensation act on its stat- 
ute books. 





TRAVELERS PROMOTES TWO — 


G. L. Daniels Made Casualty Manager at 
New Orleans; W. A. Foley Advanced 
to Yonkers Managership 


Two field promotions have been made 
by the Travelers, being the transfer of 
Gustav L. Daniels from acting manager, 
casualty. lines, at Jacksonville, Fla., to the 
position of casualty manager at New 
Orleans. William A. Foley, assistant 
manager, casualty lines at the 55 John 
Street office of the Travelers in New 
York City, has been promoted to casualty 
manager at the Yonkers branch office. 

Mr. Daniels’ promotion comes as ‘proof 
of the confidence felt by the Travelers 
in his ability. He has had experience of 
more than ten years in several southern 
branch offices. Mr. Foley started with 
the company in 1917 as liability special 
agent, being promoted in 1920 to the post 
of casualty manager at Wheeling, W. Va. 
In 1927 he came to New York City and 
the experience gained here will be of 
value to him in his new position. 








CLARKE ELECTED CHAIRMAN 

Henry D. Clarke, Union Indemnity, 
was elected chairman of the Plate Glass 
Insurance Exchange of New York at its 
annual meeting in New York this week. 
W. D. Ward, New Jersey Fidelity & 
Plate Glass, is vice-chairman, and Percy 
F. Biglin, Lloyd’ s Plate Glass, secretary- 
treasurer. It was voted to continue mem- 
bership in the Chamber of Commerce of 
the United States and to re-elect Nelson 
D. Sterling, vice-president, Constitution 
Indemnity, as national councilor. 


O. A. DONEGAN PROMOTED 


Owen A. Donegan, for the last ten 
years assistant manager of the Balti- 
more branch of the Fidelity & Deposit, 
has been promoted to the managership 
of that office. D. C. Handy, its former 
manager, recently was elected first vice- 
president of the American Bonding. 
Herbert L. Jenness, connected with the 
branch for several years, has been ap- 
pointed assistant manager. 








ARRANGE FOR STOCK EXCHANGE 

A letter to the stockholders of the 
American Surety this week notifies them 
that on or after February 1, 1929, stock 
of the company may be deposited with 
the treasurer at the company’s building, 
100 Broadway, New York, in order that 
new certificates having a par value of 
$25 per share may be issued in the place 
of the present certificates of the par 
value of $50 per share. 


CANADIAN AUTO RATES UP 

The Canadian Automobile Underwrit- 
ers’ Association has made a general in- 
crease in automobile rates throughout the 
Dominion. 
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The National Life and Accident Insurance Company 
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NASHVILLE, TENNESSEE 


Industrial Life, Ordinary Life, Health and 
Accident Insurance 


W. S. Bearden, Sec. & Treas. 


























BUSINESS-BUILDERS 


P Fidelity and Surety Bonds, 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
"at AO Bonding and Insurance Company 


BOSTON T. J. FALVEY, President 
Capital Policyholders Surplus Assets 
$4,000,000 $8,900,376.30 $17,503,865.43 


Write For Territory 


DEVELOPING 
Liability Workmen’s 











VIRGINIA INQUIRY ADJOURNED 





Workmen’s Compensation Rate Hearing 
To Be Resumed February 19; 
Increase Asked 
Inquiry by the Virginia state corpora- 
tion commission into workmen’s compen- 
sation rates in that state is scheduled to 
be resumed February 19. It was ad- 
journed over until that date following 
a hearing of several days last week. Dur- 
ing this hearing the stock companies 
asked that they be allowed to charge an 
“expense constant” of $10 in all cases 
where workmen’s compensation premi- 
ums amount to less than $300. They 
agreed that if this be allowed they would 
reduce the loading for expenses, one of 
the factors in calculation of rates, from 
41.5 to 39%. The commission reserved 

its decision in the matter. 

At the same hearing the companies 
withdrew an application which they had 
filed the day previous asking for a rate 
increase of 3.7%. The commission in- 
formed them that it could not consider 
this application without adjourning the 
hearing and giving public notice. Last 
October the companies asked for an in- 
crease of 3.7% over the prevailing rates. 
This was disapproved at that time, pend- 
ing a hearing. 

The increase sought by them last week 
was in addition to the increase sought 
last October, making a total increase of 
between 7 and 8% sought altogether: 





JOLINE JOINS ALLIANCE CAS. 

The Alliance Casualty this week named 
B. E. Joline as contract underwriter in 
its New York office and he will work in 
close association with Franklin J. Strauss, 
manager for fidelity and surety, in the 
office. Mr. Joline has been assistant sec- 
retary of the National Surety. 
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Here’s the Opportunity! 


An old established and progres- 
sive company needs an accident 
and health man for its agency 
department. He-must be ex- 
perienced with good judgement 
and personality 

The Opening is an excellent one 

For the Right Man 


Reply in confidence to Box 1103 
The Eastern Underwriter 


110 Fulton Street 
New York 




















TABOR MADE VICE-PRESIDENT. 


The Calvin S. Elliott Insurance Co.,, 
general agents of the Travelers at Buf- 
falo, has elected Maurice S. Tabor as 
vice-president of the agency. 


MASSACHUSETTS ACCIDENT C0. 
¢ BOSTON, MASS. 4 
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OUR SPECIALTY: 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 


1 TOTAL DISABILITY INDEMNITY Zz 
Unlimited 


& PARTIAL DISABILITY INDEMNITY 4% 
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WAITING PERIODS 
14-30-60 or 90 Days 
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